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PROTECT YOUR PROFITS \ 


HARDWARE AGE 





CABINET and TRUNK LOCK SALES 
MADE easier and more profitable for YOU 


E. offer hardware dealers 
two excellent means of simplifying 
YALE Cabinet and Trunk Lock 
sales and of taking the mystery out 
of these important items. 
First of all, in order to guide you in 


selecting the numbers which should 


make up your stock, we have prepared 





a new booklet. This is an abridged 
; catalog and contains only those cab- 
inet and trunk locks which represent 


the active over-the-counter items. 


This booklet will help make your 
cabinet and trunk lock busi- 














_— a aie ness easier to handle and 
| Oe earn more profitable. . 
' sex AND TRUNK Second, there are the YALE YALE CABINET AND TRUNK LOCK 
' CABIN ; . 
\ LOcks . Cabinet and Trunk Lock MERCHANDISER No. OF11 
\ panes ee ee ’ This attractive board, finished in bright orange, 
ane a Merchandising Boards, one will increase your business 0n YALE Cabinet and 
' of which is pictured herein. Trunk Locks if you keep it well displayed. 
Fe ees Suggested retail prices of the locks are from 15¢ 
They make it easy for you to to 41.95. 
: carry a representative stock There is also No.OF21—a revolving display board. 
ko | which will take care of most 
she of the requirements of your 
——— trade. 
h New booklet of ‘ , . 
YALE CABINET AND TRUNK To make your Cabinet and Trunk Lock busi- 
LOCKS for hardware dealers con- , ' I 1 » the beokl 1 
tains pictures and details of the best ness more profitable, send for the booklet ana 
selling over-the-counter items. place your order for YALE Display Boards. 











THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN., U.S.A. 
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QUIS NEVER HAPPENS: = Ta = it bac k, 


Cyclone ‘‘Red Tag’”’ 
Screen Cloth, made of Lawn Fence for years 
quality material on the a leader because 
most modern machinery. 
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N O! Customers do not 
object to quality, never complain if 
they get extra service, nor growl be- 
cause values are too good. 

But unfortunately, most buyers don’t 
say a word if they get “stung” either. 
They just keep still, and the dealer 
chuckles, not realizing that the cus- 
tomer is lost to him forever. 

Fortunately, for the public, most 
dealers know values and know that in 
the long run they will profit by selling 
quality merchandise. 


CUSTOMERS EITHER COME BACK TO YOU 
OR GO SOMEWHERE ELSE. THEY WILL 
RETURN TO YOU IF YOU SELL THEM 
““RED TAG”’ PRODUCTS 


G REG.U.S.PAT. OFF 


‘ReITa7” PRODUCTS 


Cyclone “‘Red Tag’’ 
Burner Baskets, three 
sizes, painted red. 
Popular prices. 


Cyclone ‘‘Red Tag’”’ 


of its high quality. 


its TQQ GOOD” 





VY is 
FOR NEARLY HALF A CENTURY 


Proven quality; competent service; fair prices; 
good profit and continual advertising for forty- 
seven years are some of the reasons why, 
year after year, dealers who do a profitable 
business and who are in the hardware busi- 
ness to stay continue to sell Cyclone ‘‘Red 
Tag’’ and other quality products. 

The CYCLONE name on a dealer’s stock 
has marked him as being in the fight for 
honest practice and quality merchandise. It 
indicates that he does a repeat business with 
satisfied customers. 

If your jobber cannot supply you with the 
“Red Tag’’ quality products shown below, 
write us direct. 


CYCLONE FENCE COMPANY 
General Offices: Waukegan, Ill. 
Branches in Principal Cities 
SUBSIDIARY OF UNITED STATES STEEL CORPORATION 
Pacific Coast Division: 
STANDARD FENCE COMPANY 
Oakland, Calif. 


Cyclone ‘‘Red Tag’’ Cyclone ‘ 


Cyclone ‘‘Red Tag’”’ 
Catch-All Basket paint- Hardware 


Gates, walk or drive 
with filler to match ed green, 
standard fence fabrics. 





‘Red Tag’’ 
Cloth. Im- 
, intersections proved process, stand- 
electrically welded. ard meshes and width. 
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ATTRACTIVE BOX FOR 


SWISS PATTERN FILES 





In line with its policy of doing everything possible to help 
dealers sell its product, the Nicholson File Company has 
brought out a new attractive box for its X.F. Swiss Pattern Files. 

This box will liven up your stock, make an attractive show- 
ing on your shelves and help you get your share of business 
from the great army of toolmakers, jewelers and other crafts- 
men who depend upon Nicholson X. F. Swiss Pattern Files 
for superfine filing work. 

Nicholson X. F. Swiss Pattern Files for every fine filing 
need, in the new boxes, are now ready for distribution. 


At your jobber’s. Nicholson File Co., Providence, R.I., U.S.A. 


Nicholson Files are exhibited in ‘’ The Home Workshop” 
at A Century of Progress, Chicago, Building 3, second floor 


NICHOLSON FILES 
A 


FILE FOR EVERY PURPOSE 
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Aname on belting 
that lets you talk 

ality... . and 
mean it 
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M7" of your customers know too much about the 
troubles a bad belt can cause—power lost through 
slipping—or the job stopped by a break. Tell them about 
Thermoid belts. Here is a complete line for every belting need. 


Thermoid belts are made of strong, closely woven duck, with 
the plies thoroughly impregnated with a special, highly 
adhesive rubber compound which binds them together 
permanently. And vulcanizing under tension reduces 
stretching in service to a minimum. 


Thermoid agricultural belting is supplied both in the 450 
grade, of 28 ounce duck, excellent for general utility —and in 
the 400 grade, of 32 ounce duck, for heavy duty and extra 
long life. Both are available in either roll or endless farm 
belt construction. 

Keep your customers satisfied with quality belting. It witil 


pay you to stock and sell Thermoid. The Thermoid Rubber 
Company, Factories and Main Offices, Trenton, N. J. 





6 HARDWARE AGE 














Another Bull's Eye for 





valuable book it 
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the Hardware Merchant 





Disston products featured. T 
ts fennate sith ihe Dimi Sv, Fle 
the 


man who always is in 
touch with the farmer. , 


Cash in on the profit opportunity 
this advertising makes possible— 
write your jobber or see his salesman 
about Rodkios the Disston items the 
farmers in your locality’ will buy. 
Don’t wait—do it NO 


HENRY DISSTON & SONS, INC., Philadelphia, U.S.A. 
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MEDIUM HARD WIRE 


MEANS STRENGTH 
an Important Sales Point 


A HARD and tough fighter can always 
whip one that is soft and flabby. American 
Steel & Wire Company Zinc Insulated Fence is 
not made of soft wire—but of medium hard 
wire. As a result the fence will not sag after 


of many points that have made this product the 
outstanding sales leader—and that assures a 
steady and profitable volume for dealers who 
feature it. Send for complete and detailed facts. 


We have an important merchandising message 





for you. 


change in temperature. This is but one 





Ea 1934 
AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF UNITED (4S STATES STEEL CORPORATION Empire State Building, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco Export Distributors: United States Stee! Products Company, New York 
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THE BOSTON 
NOZZLE 


Imitated but never 
equalled. Fastest sell- 
ing nozzle in the 
world. Simply and 
heavily constructed. 
Each nozzle packed 
in separate carton. 
12 cartons in full 
lithographed display 
container. 


The BOSTON LINE 
of GARDEN HOSE 


Seven standard nationally known brands that meet ‘every 
need and make your store headquarters for Garden Hose. 


oy > 
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GOOD LUCK 
HOSE WASHERS 


Tough, alive and 
springy. And _ they 
stay alive, and hold 
firmly in place. Give 
you a splendid profit 
at 10c each, retail. 
Packed 2 gross (24 
cartons) in attractive 
display container as 
shown. 


BOSTON WOVEN HOSE & RUBBER CO. 


Makers of Quality Rubber Goods for More Than Fifty Years 
Postal Address Box 5077, Boston, Massachusetts 


Works: Cambridge, Massachusetts 
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TEAM WORK 


lf 4 
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j @ Pneumatic tube sys- 
Bj tems connect all 
floors and _ depart- 


ments in our plant. 


Bil 
i 
in $ 


&: 


As soon as your or- 
der is received in the 
mail, it is started on 
its way. If a Mail 
Order, it must first 
be “copied up” and 
priced. Then it is 
ready to be “gotten 
out” by the Order 
Dept. 


& 
- 





Here we see the Or- 
der Clerk with his 
“hoisting box” col- 
lecting all the mer- 
chandise on your or- 
der which is to be 
packed. The Order 
Clerk is the “Rookie” 
of the Worthington 
Organization. Most of 
our present day exec- 
utives, department 
managers and _ sales- 
men started in as 








such, 
All other steps in the handling of orders are carefully planned to eliminate lost motion 
and delay. That is why so many of our dealers at considerable distance from Cleveland 
find it more convenient to buy from us than nearer home. 
THE GEO. WORTHINGTON CO 
1829 CLEVELAND, 0O. 1934 
10 HARDWARE AGE 
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International Model C-1 Truck with all-steel pick-up body 66 in. long, 
47% in. wide. This truck is also available with canopy-top express, 
station-wagon, and panel bodies. The complete International Truck line 
ranges from }4-ton to 7'4-ton capacities. 


INTERNATIONAL HARVESTER 
Presents New $5-ton Truck 


HIS new Half-Ton International, the Six-Cylin- 

der Model C-1, is a truck of serviceable distinc- 
tion and beauty, combining new qualities of utility, 
comfort, performance, and economy. You will find 
it an outstanding value in the low-price field. 

The new Half-Ton International is a fast and 
sturdy unit that is all truck, with chassis and engine 
built for truck performance, like every International, 
and styled as you see it above. See and drive this lat- 
est product of International engineering, now on 


view at International Branch and Dealer showrooms. 


INTERNATIONAL HARVESTER COMPANY 
606 S. Michigan Ave. Ss Chicago, Illinois 


(inconPoraTeD) 


JUNE 7, 1934 


ke 





V4 


Half-Ton Model C-1—Brief Specifications 


Rated Capacity: 1%-ton. 
Wheelbases: 113 inches and 
125 inches. 

Engine: 6-cylinder, L-head 
type; bore,3%% inches; stroke, 
4)s inch Maximum brake 
h. p., 78.5. Counterbalanced 
crankshaft. Removable-shell, 
precision-type main and con- 
necting - rod bearings. Ex- 
haust-valve seat inserts. Pres- 
sure lubrication. Down-draft 
carburetion. Air cleaner. 
Clutch: 9-inch single-plate, 
with vibration damper. 
Transmission: 3 speeds for- 
ward and 1 reverse. 
Universal Joints: All-metal, 
roller-bearing type. 





Rear Axle: Spiral-bevel. 
Chrome - molybdenum steel 
axle shafts. 

Steering Gear: Irreversible 
cam-and-lever type. 

Brakes: 4-wheel, mechanical, 
action cam,2-shoe type. 
Jhassis Lubrication: Hydrau- 
lic-type. 

Springs: Semi-elliptic. All 
leaves of silico - manganese 
steel. 

Tires: 5.25-18 (standard). 
Standard Equipment includes 
spare wire wheel, fender well 
tire carrier, front and rear 
fenders, full-length running 
boards. Airplane-type instru- 
ment panel. 
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THE 1934-35 EDITION 
W~ MOW IN PREPARATION/ 


The 
“Annual Directory Number’ 


of Hardware Age 
to be published September 27, 1934 


eee 
The Only Buyer's Guide 


in the Hardware Field 


(and a good one, too! ) 


* As a Directory it is as thorough and complete a directory of sources for hardware 
and related merchandise, as constant year-round research and checking by a 
trained staff can make it. 


* As a Catalog it is a consolidation and condensation of Manufacturers’ Catalogs. 
The products of 223 manufacturers including most of the outstanding concerns and 
representing a very wide variety of merchandise, are illustrated and described in 
the current issue. The products of many more manufacturers will be featured in 
the catalog section of the next issue, making it even more valuable for the hard- 
ware buyer. 


The “Annual Directory Number” will come to you as the September 
27th issue of Hardware Age on your regular subscription. 
If you are not a subscriber to Hardware Age or if your subscription is expiring 
remit $1.00 with the coupon below and your subscription will be entered or 
renewed at once 








Hardware Age, . 
239 West 39th Street, NR oe cadet On sonarets.sos 


New York, N. Y. 
Enclosed is my remittance of $1.00 for which please enter my new ...... (or renewal ...... ) subscription to 


~ + Age for one year (twenty-six issues including the “Annual Directory Number” to be published September 
27th). 
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MY BEAUTIFUL FACE 


IM ‘BABY GLEE” WON THE HEARTS 


—THE MOST OF ALL THE BUYERS 
BEAUTIFUL DOLL AT THE TOY FAIR 
YOU EVER SAW 





A ze 





AND 1'M THE STRAIGHT 

LEGGED “MY DOLLY” LIKE 
'm “MY DOLLY” ALL MILLER DOLLS MADE 
JUST AS CUDDLY JA OF TRUE FLESH-COLORED 
AS CAN BE 


wuoopPs! You CAN 
DROP ME ALL YOU 
WANT ‘CAUSE |'M 
100% UNBREAKABLE 


ILIKE A BATH 
FOR I'M 100% 
WASHABLE AND 
THAT KEEPS ME 
100% SANITARY, TOO 


RUBBER 











ABOVE: “BABY GLEE’ DOLLS COME IN 
FOUR SIZES. THE “MOST ADORABLE, 
MOST HUMAN DOLL EVER MADE.” 





TWO TYPES OF “MY DOLLY” AND 100% UNBREAKABLE—100% WASHABLE —EX- 
EACH COMES IN 5 SIZES. MILLER DOLLS CLUSIVE MILLER FEATURES—WHICH MAKE 
FEEL AND LOOK LIKE REAL BABIES. REAL SELLING POINTS FOR YOUR SALES GIRLS. 


Who said MILLER DOLLS 
wets loo Cpenswe F 


WHY —THERE’S A DOLL FOR EVERY POCKETBOOK 


— 4. different price ranges! 


@ Buyers came. Buyers saw. Buyers BOUGHT, because 
the new 1934 Miller Rubber Doll line was sensational! 
Yes, Miller Dolls were the big hit of the Toy Fair with 
such exclusive features as—100% unbreakable, 100% wash- 
able, 100% sanitary, and the “most beautiful face ever 
created for the doll world.” But Miller had something 
else, too—the most extensive line ever offered by any manu- 
facturer of rubber dolls—covering every price field! 


For those who have not had a chance to see the Miller 
line, we are briefly summarizing what it offers. 
“Baby Glee’—infant type only—10, 14, 16, and 18 inches 


—movable glass eyes and real lashes. Millite (hard rubber) 





Miller layettes are custom-made — exclusively manufactured for Miller. 
Designed by a real stylist. Complete price range—in four colors. 


indestructible head. Comes in scored-out bed box with rub- 
ber mattress (De Luxe Packing) or cellophane wrapped 
in attractive box, depending on price. 

“My Dolly”’—baby and straight-legged types—10 to 18 
inches and 11 to 19 inches respectively. 5 sizes and two 
price ranges for each. Features and packing same as “Baby 
Glee.” Priced for sales and profits. 

“My Darling’”—baby and straight-legged types. Same as 
“My Dolly” line except for a soft rubber head. 





“My Mandy” — colored, baby and straight-legged types. 
Both soft and Millite (hard rubber) heads—sizes same as 
“My Dolly.” The “sweetest little-pickaninny dolls ever 
made.” Also a fine line of 6 to 8 inch one-piece dolls to retail 
for 10c to 50c undressed and 50c to $1.00 dressed. There’s 
Miller’s answer to a demand for a rubber doll line to fit 
every pocketbook and the reason why Miller dolls are the 
exclusive rubber doll line for so many of the biggest stores. 
And remember Miller dolls have sales features that register 
with mothers. New 16-page catalog in colors will be ready 
July 1. Wire, or write, Miller 
Rubber Products Co., Doll Di- 
vision, Akron, Ohio. 





THE ROAD WITH COMPLETE LINES» 


WN AAD G/B 


MILLER DOLL REPRESENTATIVES ARE NOW ON 


JUNE 7, 1934 
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YOU DON’T HAVE 


1o TALK 11 up 
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Isn't it a grand and glorious feel- 


ing, Mr. Dealer, to stock an item on 
which there is no need to waste 








precious time talking it up, be- 
cause all the talking has been 
done before the customer 
enters your store? Years 

ago we decided that 

Double X was to be a 

ring-up, not a talk-up, 

item. That is why 

we started nation- 

al advertising and 

that is why we have 

kept it up. Month after 

month, millions of mes- 

sages in such outstanding 
magazines as the Saturday 
Evening Post and Better Homes 
& Gardens are traveling the 






syle YOU JUST 


\ 
RING iT UP 


\ mp / 









oF, 


es 


a 











nation’s highways and buy-ways, 
bringing home to the consumer the 
double-action story of Double X, 
making quicker sales for you. It 
is only good dollar-sense to 
stock up and hook up; to put 
Double X to the fore of your 
store; to remind the folks 
who read our advertise- 
ments that your store 
is the place to buy 
it. Ask your job- 
ber for prices and 
ask us for new color- 
ful sales-helps that catch 
people on the wing and 
make your register ring! 
Schalk Chemical Company, 351 
East Second Street, Los Angeles. 
2035 Pershing Place, Chicago 


DOUBLE X FLOOR CLEANER 
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Fence was the only electrically- 

welded lawn fence on the market. 
Now, even before the last patents have 
expired, at least two other manufacturers 
are offering welded lawn fence to the 
trade. We gladly accept this compliment 
as an acknowledgment of the superior 
merits of welded fence. But Pittsburgh 
Steel Co. has the advantage of more than 
thirty years experience in the making of 
electrically-welded fence, and during 
these years has built up an enviable rep- 
utation for Pittsburgh Lawn Fence of in- 
estimable value to the Pittsburgh dealer. 

In addition, the Pittsburgh Steel Co. 
has contributed much to the popularity of 
lawn fence by promoting the well-known 
fence garden idea. Fence gardens, thanks 
to Pittsburgh Fence advertising, are now 
the vogue in all parts of the country. 
Fence dealers in general, and particularly 
Pittsburgh Fence dealers have profited 
by this idea because every fence garden 
must have a fence for a foundation. 

Be sure to have on hand ample stocks 
of Pittsburgh Lawn Fence to take care of 
the demand which is sure to show rapid 
improvement this summer. 


PITTSBURGH STEEL CO. 


Union Trust Building e Pittsburgh, Penna. 
New York Detroit Chicago St. Louis 
Philadelphia Dallas Memphis 

Syracuse San Francisco 

Atlanta 


U™-:: recently Pittsburgh Lawn 








Pittsburgh Fence 
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An inexpensive, popular 
chain. A real profit item for 
the dealer. It comes in many 
sizes and strengths. It is used 
for many purposes. 


ACCO specialties in Tenso 
Chain come cartoned. You 
should stock Tenso Coil Chain, 
Dog Leads, Cow Ties and 
Porch Swing Chains. 


Consult your jobber regarding all kinds of 
ACCO Chain Specialties, both Welded and 
Weldless and such accessories as repair and 


lap links, hooks, cold shuts, etc. 
. 
In these days of home and farm rehabilitation 


there are many places where chain comes in handy. 


If you have the stock, you will make the profit. 





AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 
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Weaned of pumping and carrying water by 
hand to the conveniences of running water at the turn 
of a faucet, that’s the nation wide story of country home 
and farm modernization through the installation of 
water systems. 
























Thousands of such homes and farms have 
selected and are depending on Myers Self-Oiling Auto- 
matic Water Systems for their daily water supply. And 
this selection has not been restricted to homes and farms. 
Wherever the need, whatever the requirement, Myers 
Water Systems predominate. The reasons are obvious— 


Myers Self-Oiling Automatic Water Systems for 
deep or shallow wells are quality built, dependable and 
low priced with style and capacity range for almost any 
service. From the smallest cottage to the largest sub- 
urban or country home or farm, for any service up to 
10,000 gallons of water per hour, there is a dependable 
Myers Water System to fit the demand. 


Running water is here to stay. The big selling 


season lies just ahead. Your inquiry will receive 
prompt attention. 


THE F.E.MYERS & BRO.<c2. 
ASHLAND, OHIO. 
| £4 Take cine tg 


PUMPS WATER SYSTEMS - HAY TOOLS -DOOR MANGERS 























PUMPS—WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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UNIVERSAL ELECTRIC APPLIANCES 


One of the 
ways we help 


you sell them 





STAND NO, 91A 





Write us how you can obtain this Handsome Grained Walnut Finish 
Display Table with a modest assortment of UNIVERSAL QUALITY 
APPLIANCES now priced at little or no more than so-called priced lines. 


LANDERS, FRARY & CLARK 


NEW BRITAIN CONNECTICUT 
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Selling Related Items... 
A Merchandising Suggestion 


E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co, 


| | | LEARNED that a certain dealer was selling an unusually large amount 


of our Sandpaper and Emery Cloth, so I made a special trip to see him 
and learn why — simple when explained — here’s the story: 

Said he realized there was a big percentage of profit 
in Coated Abrasives, but didn’t sell much—so scratched 
his head and remembered that paint and Sandpaper 
went together—that Emery Cloth and mechanics’ sup- 
plies and tools went together. 

So he told his boys: ‘‘When a customer buys paint, 
say, ‘Don’t you want some Sandpaper too??, and when a 


mechanic buys bolts, steel, brass rod stock, etc., say 
‘Don’t you need some Emery Cloth?’” and it worked! 





But he also found out another thing—it worked just 
as well backward as it did forward, because he found he could sell paint to the fellow 
who called for Sandpaper, and could sel! tools and supplies to the customer who 
called for Emery Cloth. 

The psychology of selling related articles is well known, but sometimes we 
don’t think of the relationship. This dealer did, and he sold more of his long- 


margin Coated Abrasives, and a lot of other things, too, which added to the 


velvet. 
This scheme is well worth trying, as it will not alone help 
you, but it will also help us— we both need the extra 


business. 





E. B. GALLAHER: 
Clover Mfg. Co., Norwalk. Conn. 
You may send me, without obligation, samples of: 


CLOVER MANUFACTURING COMPANY F dieeidlinaiee Menmieaien. 








| Red-Stripe Turkish Emery Cloth—for polishing. 





NORWALK, CONN., VU. S. A. Yellow-Stripe Aluminous Oxide Cloth—for cut- 


ting hard metals. The universal shop abrasive. 





SANDPAPERS Orange-Stripe Garnet Paper—for wood-working. 








Orange-Stripe Garnet Cloth. 





METAL-CUTTING PAPERS AND CLOTHS | Clover Grease-Mixed Grinding Compound. 





| Clover Water-Mixed Valve-Grinding Compound. 





WOOD-WORKING PAPERS AND CLOTHS 9 
ame 





CLOVER GRINDING AND LAPPING COMPOUNDS yo ae 


Character of business 








JUNE 7, 1934 
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SAFE 
SERVICE 


@ Suppose a customer buys a length of rope from you today. 
The day will come when he must discard or replace that rope 
because it is worn out — unfit for safe, satisfactory service. 


The famous Ship 
Trade Mark identifies 
the rope which costs 
less because it lasts 
longer. 


The question is, ‘“How far ahead is that day ?”’ On the num- 
ber of months of service given by the rope depends its actual 


cost. 


Stronger to begin with than ordinary rope, Plymouth Ship 
Brand Manila gives more months of safe service. The pure 
Manila fiber of which it is made is finer, cleaner and tougher 
than the coarse, woody fiber used in low grade ropes. There 
are skill, care, and years of experience in the workmanship 
of Plymouth Ship Brand Manila Rope — not found in ropes 


of lesser quality. 


The only way to give your customers those added months of 
safe, dependable service is to sell them Plymouth Ship Brand 
Manila Rope. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass. and Welland, Canada 


SALES BRANCHES 
New York Chicago Boston Baltimore New Orleans San Francisco 


PLYMOUTH 


* SHIP BRAND MANILA ROPE * 
wee ae ee > XY 2 @ Cc AN ‘oes Oe ee 
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BRUSH SALES 


-.- by Showmanship! 


BRILLIANT PACKAGING SPOTLIGHTS 








NOVELTY DISPLAY proclaims 
“IT’S TIME TO BUY A BRUSH!”— 
“IT’S TIME TO PAINT!” And 
BRUSHES come to the TOP of the 
COUNTER — to be SEEN — and ex- 
amined—and SOLD! 





© THE ‘*WALL-PURPOSE’’ ASSORTMENT 


A brightly decorated COUNTER PACKAGE—in 4-color process— 
lifts wall Brushes to the view of trade—STOPS folks in the store to 
say “A BRUSH, SIR!” 


In this series are Two Dozen assorted metal-bound wall Brushes 
in 3”, 314” and 4” sizes—BRUSHES BY BAKER— incorporating 
superior workmanship, pure Chinese bristles vulcanized in rub- 
ber. Two-tone red and black polished handles with nickel fer- 
ruling. 

This identical Package may also be arranged with the “WALL- 
AMERICAN” line—an advanced quality at slight price increase. 
In combination, these assortments offer the season’s HIT in a two- 
way retail set-up! 

















Separate, and equally attractive Color-Packag- 
e ing presents the “‘USA-BRUSH” Assortment of 
DEALERS! & handy “touch-up” Brushes in 4%”, 1” and 1144” 
sizes. A marvelously quick seller—an impres- 
DON’T MISS THIS sive value! 

OPPORTUNITY! SALES This Packaging throughout speaks Brilliant 
Showmanship plus prime Brush Value! It pro- 
ARE READY-MADE! vides for easy removal of Brushes for inspec- 
WRITE or WIRE—AT tion, comparison, and with spaces for retail 
pricing, promotes instant selection—SELF- 

ONCE — for prices, com- SALES, independent of store clerks! 
plete details and name Pricing, in each assortment, matches exacting 
; consumer demands—effects quickest turnover 

of Nearest Jobber! —allows most liberal Dealer profits. 
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Territorial Representatives 


GILLAN SALES CO. 

1499 Market St., San Francisco, Cal. 
California, Oregon, Washington, Montana, Idaho, 
Wyoming, Colorado, New Mexico, Arizona, Utah, 

Nevada, El Paso, Texas 
JOHN A. CAMPBELL 
2912 Hall St., Dallas, Texas 
Arkansas, Louisiana, Oklahoma, State of Texas 
except El Paso 
HARRY L. BERGER 

1699 Lincoln Ave., St. Paul, Minn. 
Minnesota, lowa, North Dakota, South Dakota, 
Wisconsin, north of Wausau, Upper Peninsula, 

Michigan 
Vv. P. MURRAY 
425 West Ontario St., Chicago, Illinois 
Illinois, Indiana, Ohio, Michigan, south of 
Traverse City, and Wisconsin, south of Wausau 
F. W. LARSON 
407 Security Bidg., St. Louls, Mo. 
Missouri, Kansas and Nebraska 
WADE C. HARMER 
1131 Harrison St., Philadelphia, Pa. 
Eastern Pennsylvania, Southern New Jersey, 
Delaware, District of Columbia 
NEW YORK PAPER CO. 
520-22 W. Franklin St., Baltimore, Md. 
State of Maryland 
FRANK K. WILLIAMS 
706 Allen St., Syracuse, N. Y 
State of New York except Metropolitan New York 
City 


E. W. COLEMAN 
2330 Elder Ave., Birmingham, Ala. 
State of Alabama 
JOSEPH J. SKELLY 
145 Filbert St.. Hamden, Conn. 

The New England States and Metropolitan 
New York 
DORSETT-ROTHWELL CoO. 

1412 Postal Bldg., Miami, Fla. 

Fort Pierce, West Paim Beach. Fort Lauderdale, 
Miami and Key West, Florida 
WALKER BROKERAGE CO.. INC. 

P. O. Box 3028, Tampa, Fla. 

Tampa, St. Petersburg, Fort Myers and Orlando, 
Florida 
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LEADER 


Sooner or later, in every line of endeavor, there emerges a 
leader . . . an item of merchandise prone to be accepted as a 


standard by which all kindred products are compared. 


Wide-awake merchants everywhere today are featuring 
Gottschalk’s Metal Sponge in the new 3-in-1 package which 
retails for 25¢ and contains three Gottschalk Sponges which 
are almost identical to the one which sells far and wide at 
10¢ each. Hand-L-Mop and Kitchen Jewel are two other 
numbers in popular demand. Order from your jobber or. 


write direct for samples and price list. 


METAL SPONGE SALES CORPORATION 
Lehigh Avenue and Mascher Street 
Philadelphia 


Gottschalk's 


METAL SPONGE 
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MAZDA LAMP ADVERTISING 
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GENERAL 
ELEC Fare 


WHEN that second shopper enters helps you to 
your store she sees a reproduction of the advertisement she sell more 
has read at home . . . with lamps around it waiting to be 
picked up. That’s punch at the point of sale. That is sign- 
ing your name to our advertisements. 
That makes {3 Mazpa lamp advertising YOUR advertising. 
That makes your store headquarters for the lamp that is advertised 
itn continuously and forcefully to 


¢ ; four out of every five of your 


lamps 


customers. At the right (bottom) 
is shown a simple but effective 


ie, | way to sign your name to our 
| = ° ° : 
w@ / advertising inside your store. OM ee. 
on General Electric Company, Nela 4 


Park, Cleveland, Ohio. 
“ai Your Customers Look for this MARK e 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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Look for this 
Trade Mark 
on the Saws 
you buy. 














4 










Junior Mechanic Saw 





... Difficult to Sell Anything 
but High Grade Tools” — 


says a live Jackson, Michigan, dealer. “I am 
finding it more and more difficult to dispose 
of anything other than quality saws and tools. 
Within the past few weeks demands for the 
“best” have increased rapidly.” 


From now on stock the ATKINS SILVER 
STEEL line exclusively for the good of your 
business, your customers and your profits. 


More and more dealers are learning the high 
cost of handling low priced saws. They are 


learning that there is more actual dollars-and- 
cents profit in the sale of ATKINS SILVER 


‘ STEEL SAWS than any of the cheap lines. 


And get this. When consumer preference has. 
been formed for aline of goods you can make 
more profit on featuring this line—another 
reason for selling ATKINS. 


Don’t be caught short when saw customers 
ask for ATKINS—the name with more than 
three quarters of a century of saw manufac- 


turing background. 


Order ATKINS SILVER STEEL Hand Saws, Small Saws, Hacksaws, Pruning 


Saws, Trowels, Circular Saws, Crosscut Saws, Saw Tools and Files from your 


jobber today—or write to us. 
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Just Among Ourselves 


hereafter be restricted to hours, 

wages, child labor and collec- 
tive bargaining clauses which are 
basic in all NRA activity. The re- 
ported reason for this first drastic 
code change is the difficulties inci- 
dent to price control in the cleaning 
and dyeing, laundry and similar ser- 
vice fields. Efforts at local trade 
practice codes may be attempted. 
These may embrace local area price 
control features, despite a widespread 
feeling that the modification of the 
service fields codes is a distinct blow 
at all price control programs. 


Sere industries codes will 


HA 








General Johnson has personally de- 
nied that the next drastic move of 
NRA will be to scrap retail codes, 
but rumor of such action persists. 
When compared to other large 
groups under codes, violations among 
general retailers are relatively few. 
Factions interested in scrapping re- 
tail codes pin their pleas on the 
claim that retailers do an intrastate 
business and should not be subject 
to any form of federal control, even 
in an emergency. So far, NRA legal 
men have successfully defeated such 


claims. 
HA 








HE report of the Clarence Dar- 

row review board hits price con- 
trol a severe blow. Several indus- 
tries operating under open price fil- 
ing plans, of one kind or another, 
have quickly registered their pro- 
test against this Darrow report. The 
mill supply industry meeting in Cin- 
cinnati, May 21, the morning the re- 
port became public, charged the re- 
port as being “biased and unjustified 
by the facts.” Throughout that con- 
vention NRA was loudly praised, as 
providing needed machinery for 
curbing abuses of long standing in 
the distribution of industrial sup- 
plies and equipment. 
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By CHARLES J. HEALE 


Editor, Hardware Age 


Clarence Darrow is an interesting 
man, a fighter and long in the pub- 
lic eye. Defender of the “under dog” 
is his own explanation of his best- 
known activities. At the public hear- 
ing on the basic retail code, Mr. 
Darrow fought for the continuance 
and further expansion of the prison 
industries system as a humane meas- 
ure in penal operations. As prison- 
made goods are produced very cheap- 
ly, convicts getting small daily pay, 
the goods are sold on the markets at 
prices too low to permit private com- 
petition which hires free men at de- 
cent living wages. Opposition to this 
effort was fairly general and led to 
the Hawes-Cooper bill. Mr. Dar- 
row’s outstanding case, from the pub- 
lic’s view, was his defense of Leo- 
pold and Loeb, charged with the 
most cruel and unhuman form of 
murder recorded in this country in 
many years. His long record as a 
criminal defense lawyer has included 
many other cases in which public 
indignation was thoroughly hostile 
because of the alleged nature of the 
onences involved. As a result, many 
American think of Mr. Darrow as 
the defender of doubtful cases and 
will view many of his opinions in a 


prejudiced light. 


— HA —— 


C is my hunch that Mr. Darrow’s 
attack on NRA and General 
Johnson has actually rekindled en- 
thusiasm for both the NRA and its 
energetic (if not always tactful) ad- 
ministrator. The President has not 
made official comment on the Dar- 
row report nor on the controversy 
which has ensued between the veteran 
lawyer and the General. But he has 
declined to continue the operations 
of the Darrow board of review, which 
many people consider the equivalent 
of disapproval of the board’s report. 


Almost coincidental with these 
happenings, i.e., the restrictions on 
service industries codes and the Dar- 
row report, General Johnson specific- 
ally has stated that open price is 
much in his mind and that a general 
policy may soon be expected. Such 
a policy, now in the making, he de- 
clares will be sufficiently flexible to 
be effective yet equitable for all 
codes. It is quite clear that price 
control policies will govern the fu- 
ture success of NRA and its codes. 
Business continues to demand price 
stability as the only means of main- 
taining the NRA hours and wages 
standards. 

——HA 





Requests for extra copies of E. B. 
Gallaher’s Hot Springs, Ark., con- 
vention report (published in Harp- 
warRE AGE, May 10, 1934) have ne- 
cessitated reprinting this message in 
full. Copies of this talk, titled “Dis- 
tribution,” are available upon re- 
quest as long as our supply lasts. 


—— HA 





KN days from this date (June 
- 17) the delegates to the N.R.H.A. 
Congress will gather at Des Moines, 
Iowa. The convention theme is 
“Business in Transition,” an interest- 
ing subject divided into pertinent 
morning and afternoon _ sessions. 
NRA, the retail codes, price curves, 
fair competition, and the future of 
retailing are some of the topics as- 
signed to capable speakers. 


— Ha —— 


In this issue is a report on the 
Triple Mill Supply convention. Many 
of the mill supply distributors are 
actually wholesale hardware men or 
the operators of arge retail hard- 
ware stores. It was a good conven- 
tion, with more than 700 registered. 
Hardware men will be interested in 
this convention and deliberations. 
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r JHE strictly “sale” type of 
community stunt is probably 
best typified by that old faith- 

ful, “Dollar Day,” the standard 

classic of merchandising events. It 
fits the first purpose of a “commu- 
nity stunt,” to do some good will 
missionary work for the town 
throughout its trade area, and it 
just as thoroughly fills the second 
purpose, the providing of some ad- 
ditional sales for the cash register. 

It promotes both town and _ store 

“traffic.” 

“Dollar Day” is so well known as 
a stunt that it needs no explanation 
—its popularity continues undimin- 
ished, and it can be fitted into the 
yearly “stunt” program of every 
town. In fact, the committee which 
selects the dates and names for 
events may even plan for two Dollar 
Days, one in the spring and one in 
the fall. (It is, however, probably 
unwise to hold more than two dur- 
ing the year.) 

“Dollar Day” is not of itself sales 
magic. To get good results the 
event must be properly timed, the 
correct merchandise must be _pur- 
chased for the event, the advertising 
must be sufficient, both in the cus- 
tomer’s home and at the point of 
sale, and the attitude of merchant 
and salespeople must be correct. 
Every community stunt needs _all- 
around co-operation for success. 





Which Will 





Shrinking Town 


If the name of your town is not 
too long or cumbersome, an excel- 
lent title for a gocd year-after-year 
straight sales event can be built with 
a name such as “Waverly Day.” The 
only objection here might be the 


possibility of antagonism built up - 


in smaller nearby towns. Endless 
other names, such as “Booster Days,” 
“Opportunity Days,” “Prosperity 
Days,” “Economy Days,” might also 


Leslie G. Moeller, Waverly (lowa) Editor, 


tells some of the methods employed in live 


lowa towns to build up town and store traffic 
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or Rural City ? 


be mentioned, and others can be de- 
veloped, subject only to the sugges- 
tion made previously that the name 
should be easy to say and to re- 
member. 

In many cities, especially in the 
smaller towns, the “added attrac- 
tion” type of community stunt has 
proven popular. It is much more 
work for the merchants who carry 
the executive load, and it usually 
costs somewhat more, but it is almost 
always worth the added burden on 
account of the fine trade-area pub- 
licity which it brings. 


Special Days 


For example, there is the sales 
event held in connection with some 
such affair as a circus, a fair, or a 
trade display of some kind, although 
many merchants feel that such events 
hinder rather than help business. 
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(In Waverly a year ago we held a 
Dollar Day in connection with the 
annual convention of the Iowa Band- 
masters Association, using the street 
concerts of visiting bands as crowd- 
getters, and merchants reported a 
very successful day.) This is a 
problem which must be settled indi- 
vidually in each community on ac- 
count of wide differences in shop- 
ping habits. 

Anniversaries provide opportuni- 
ties for sales events, with parades, 
pageants, and other exhibits serving 
to pull in the crowds. 

A “corn-hog day” should be very 
successful this summer in Middle 
West cities. It can be held sometime 
during the June and July period 
when the production-reduction checks 
are arriving and tied up in two ways 
with the influx of government money. 
Other sales events can be held in 
connection with the principal farm 


crops in each community; for ex- 
ample, in Waverly we have held a 
late fall Corn Carnival with a corn 
exhibit as an attraction. 

An event which has a special ap- 
peal to farmers is the “Community 
Auction.” Make the first announce- 
ment two or three weeks in advance, 
setting the date, and announcing that 
all articles will be sold at this auc- 
tion without any commission charge. 
The owner gets every cent the article 
brings. Material to be sold may 
range from furniture to chickens, 
from cows to spinning wheels. Arti- 
cles must be listed 5 to 8 days in 
advance of the auction in order that 
they may be advertised in detail in 
newspaper copy several days before 
the sale takes place. Costs to be 
carried by the merchants’ associa- 
tion will include the advertising 
space for the auction, rent on a place 
to hold the auction if it is held in- 
doors, and the amounts to be paid 
the auctioneer and clerk. 

Still another variation is the “poul- 
try throw.” A few turkeys (espe- 
cially if they are used in the fall of 
the year), a few geese and ducks, 
and quite a few chickens will get a 
great deal of fun and publicity with- 
out much cost. Merely advertise that 
the poultry will be tossed from the 
top of some downtown building, or 
several buildings, at a certain hour 
on your stunt day. 

Napoleon’s army, which “traveled 
on its stomach,” differed little from 
the modern-day folks who will ride 
many a mile for free food. “Food 
events” do get the crowds—and usu- 
ally the crowds buy. 

Such stunts can be divided into 
two types, one of which features 
“Local products,” especially in sea- 
son, and the other “just food.” 

Among the local products might 
be mentioned such affairs as water- 
melon days, peach days, apple days, 


29 








At Christmas season the 
children of Waverly and 
surrounding country 
are entertained at the 
lecal picture theatre on 
a Saturday morning. 
They pay for their en- 
tertainment with pota- 
toes, preserves and 
other food products, 
which in turn, are pre- 
sented to a charitable 
institution. This event 
is called a “Charity Mat- 
inee.”’ 


and so on. Sauerkraut day has been 
held annually for several years with 
great success in the town of Ackley, 
Iowa, of about 1,500 population; 
folks come in and get all the sauer- 
kraut they want to eat without cost. 
At Vinton, Iowa, where a canning 
plant is located, merchants during 
the canning season select one day as 
“Sweet Corn Day” and serve all 
comers with as much roasted sweet 
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corn as they want to eat. And peo- 
ple come, eat corn, and buy mer- 
chandise. 

“Pancake Day” is the local “just 
food” event with which we have had 
the most success, but some commu- 
nities may be unable to hold such a 
day because there may be available 
no pancake flour manufacturers with 























This particular affair 
hrought - in fourteen 
bushels of potatoes, 
contained in hundreds 
of small sacks, five 
bushels of carrots, three 
bushels of cabbage, a 
bushel of turnips, over 
seventy jars or cans of 
food, and even a few 
pumpkins. This crowd 
of youngsters in town 
on a Saturday morning 
would be an attraction 
in itself, but their par- 
ents were visiting the 
stores while they en- 
joyed a thriller. 


the willingness or the equipment to 
stage such an affair. 

In our case we handed out a plate 
of two pancakes, a pat of butter, 
and syrup, and a cup of coffee, with 
cream and sugar, to more than 4,800 
persons, at a total cost of about 
$110. During the day we served 
15,000 cakes, 77 pounds of butter, 
and 390 pounds of syrup. 

As many as 175 persons waited in 
line at the biggest rush periods dur- 

(Continued on page 64) 
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Selling New Stocks 


generation, the selling of new 

stocks of hardware was a busi- 
ness adventure that was both exciting 
and profitable. The country was rap- 
idly developing. Immigrants from 
foreign countries were filling up the 
West. This period followed the era 
of the covered wagon. Homesteads 
were being taken up on the Western 
prairies and in the valleys. Rail- 
roads were being built. New towns 
sprang up everywhere. After food, 
the first thing that the pioneer needed 
was hardware—tools to build houses, 
and implements to till the soil. One 
or more complete hardware stocks 
were bought for every new town. 
The capture of these new stock orders 
was eagerly sought by hardware job- 
bers and their salesmen. The com- 
petition was very keen. 

Frequently the men desiring to 
buy a new hardware stock came to 
market. Sometimes they were alone, 
but frequently they were accom- 
panied by jobbers’ salesmen, who 
brought them to town. These future 
merchants often went from hardware 
jobber to hardware jobber in the 
same town, and sometimes even vis- 
ited several cities, trying to make up 
their minds where they could place 
their new stock orders for hardware 
to the best advantage. Naturally 
these visitors, who intended to place 
orders amounting to from $5,000 to 
$10,000 were royally entertained, 
and the hardware jobbers and their 
salesmen laid before them all the 
advantages each one had to offer. 
Price was stressed. Frequently lists 
of hardware were passed around for 
the jobbers’ figures. The future mer- 
chants’ minds were filled with the 
idea of buying their goods at the 
very lowest figures. When the job- 
bers entered their prices on this long 
list of hardware, the future merchant 
would decide who was lowest, and 
place his order with this house. At 
this period it was a common thing 
for four or five new merchants to call 


le the early years of the present 
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By SAUNDERS NORVELL 


seeking to place a new stock order 
the same week. Frequently several 
new stock orders for various parts 
of the West were being sold by a job- 
ber at the same time. This was the 
period shortly after I had left the 
Simmons Hardware Company and 
had gone into business for myself 
in St. Louis. 

Where there was keen competition 
in the sale of one of these new stocks 
Mr. E. C. Simmons himself took a 
hand in the game. He almost always 
made a very favorable impression 
upon the merchant. He knew how to 
talk to the small man in the small 
town. The Simmons Hardware Com- 
pany had great prestige. They were 
then probably the largest hardware 
house in the United States. I also 
talked to these merchants and did 
my best to capture the orders. Natu- 
rally I found Mr. E. C. Simmons and 
the Simmons Hardware Company 
very keen competition. Many mer- 
chants promised to call again, but 
never came back. I had been out- 
sold. I made up my mind that there 
must be some best method of selling 
new stocks. There must be some 
fundamental principle back of such 
sales. There must be some appeal to 
the buyer that would be convincing. 
What were these principles? What 
was that appeal? What could I do 
to capture more of these new stock 
orders? That was my problem. I 
gave it many hours of careful 
thought. I lay awake at night think- 
ing about the selling of new stocks. 
Finally I concluded that I had 
worked out a formula. The next 
thing was to try it out on a new stock 
prospect. 

The prospect turned up the next 
day. He was brought to my office by 
our salesman. He had cash to pay 
for the goods. He was not tied up 
with anybody. He proposed to buy 
his new stock where he could get the 
best price. It was a fine case for the 
trial, because this merchant was very 
cold-blooded and was not subject to 


the blandishments of salesmen and 
all their entertainment. I tried my 
formula and it worked. We sold this 
stock. This merchant had also talked 
to Mr. E. C. Simmons, but my formu- 
la seemed to have greater pulling 
power than that of Mr. Simmons. 
Latter in the week there was another 
opportunity. I tried the plan again 
and again it worked. From that 
time on I worked my ideas, with vari- 
ations, and we began to gather in new 
stock orders just like money from 
home. This convinced me I was on 
the right track. When I talked to 
our salesmen I passed the idea along 
to them. They began to sell a larger 
share of the new stock order out in 
the country. The sale of every one 
of these new stocks was not only 
a large unit of business and paid a 
very fair profit, but we opened a new 
account and had a new customer who 
carried a complete line of our goods. 
With careful treatment we held these 
accounts, so the first sale often led to 
many years of satisfactory business. 
Hundreds of merchants doing busi- 
ness today bought their new stocks 
based on this formula, and it is not 
an uncommon thing for me, even 
after ‘all these years, to receive let- 
ters from the retail hardware dealers 
we put into business at that time. 
Then I retired from the hardware 
business. One.day I was eating 
luncheon at the Noonday Club in 
St. Louis when Mr. E. C. Simmons 
came in, walked over to my table, 
pulled up a chair, and said to me: 
“You are now out of the hardware 
business. I therefore feel free to ask 
you a question I have wanted to ask 
you for a long time. You had some 
kind of talk that you made to mer- 
chants who came to buy new stock 
orders. This talk was very effective 
because I must admit it sold many 
new stocks for you. I have heard 
from salesmen’s and dealers’ reports 
of just what your talk was. But I 
don’t think I have ever gotten it 
straight. Therefore, now that you 


31 








have retired from business I am sure 
you won’t mind telling me the argu- 
ment you made in selling these 
stocks.” Of course I was interested 
in the fact that Mr. Simmons should 
remember this talk and that he 
should ask for light on the subject, 
but notwithstanding the fact that I 
had retired from business I did not 
feel that I had any right to tell my 
secret. So I kidded Mr. Simmons 
about selling these stocks and all 
the times we had competed with each 
other, but I did not tell him the 
secret. 

As so many years have passed since 
then, however, I now feel that I can 
now give this story to the hardware 
trade, because back of it I think there 
are certain fundamentals in salesman- 
ship that if grasped by jobbers, re- 
tail dealers and salesman, and espe- 
cially by new merchants, will be of 
value even at this time. So here goes 
for the story, and I will try to write 
it in such a simple, straightforward 
manner that everyone will under- 
stand. 

The nights when I was lying awake 
trying to figure out this problem, 
this idea came to me: Why not start 
at the very beginning of a sale of a 
new stock and examine every factor 
bearing on the sale. Then review 
all these factors and figure out the 
selling problem based on the admit- 
ted facts. The first question that 
arose in my mind, therefore, was: 
Where do these merchants get their 
money to buy these stocks? Maybe 
if I could find out where they got 
their money it might have some bear- 
ing on the sale. Then I thought out 
as far as I could where the money 
came from that went into these hard- 
ware stocks. I could remember many 
cases where this information came 
out in the course of general conver- 
sation. However, I had never made 
it a point in talking to these future 
hardware merchants to find out defi- 
nitely where their money came from. 
Here are some of the answers: 


“IT have been a tinner for a number 
of years in this town and I have saved 
enough money from my tin business to 
buy a small stock of hardware.” 

“My father died and has left life in- 
surance. My mother has turned this 
insurance over to me to buy a stock of 
hardware. I expect to suport her and 
myself and the rest of the family out 
of this business.” 

“My family have been farmers. My 
father and mother have grown old, and 
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we have decided to move to town. We 
sold the farm and with this cash I am 
going into the hardware business.” 

“I have always been fond of hard- 
ware, have been working in a hardware 
store and have learned the business, 
and my father (uncle, cousin, or some 
other relation) is putting up the money 
to buy this hardware stock and so place 
me in business.” 


So the answers ran. One future 
merchant even admitted to me that 
he had just gotten married. His wife 
had money, and she was giving him 
her money to start in business for 
himself. 


Where Did They Get It? 


Finding out how they got the 
money was the first move. Then I 
put in some more nights figuring 
out the state of mind of this future 
merchant, after he got the money to 
buy the new stock. In the majority 
of cases, I decided as I continued 
my investigations, the dealer was 
frightened stiff for fear he would lose 
the money that had been turned over 
to him (or that he had saved up), 
to go into business. He was afraid 
he might be a failure. He was afraid 
he might make a mistake in buying 
his new stock. He had never had so 
much money at one time before, and 
he felt his responsibility deeply. 
“Eureka!” I said to myself as I 
heard the clock strike the early hours 
of the morning, “I have found the 
big idea. Merchants about to buy 
a new stock of hardware are fright- 
ened stiff. All right. Let us continue 
this investigation. When they come 
to the jobber, or meet a salesman in 
this state of mind, what do these 
jobbers and salesmen usually say to 
him? They talk nothing but price. 
They tell him how cheaply they will 
sell him these goods and how he will 
be robbed by their competitors. After 
listening to this talk from probably 
several salesmen and jobbers, on top 
of the fear already generated in his 
mind, more fear is instilled in him. 
He is afraid of being robbed. He 
soon looks at all salesmen and job- 
bers with suspicion.” 

“Eureka! I have it again. The new 
merchant’s first idea—fear. Second 
idea—suspicion. Now let my try it 
out on the next merchant who comes 
to buy a new stock and see if I am 
right.” I asked him some questions. 
Yes. He was afraid of losing his 
money. Yes. He had lost confidence 


in salesmen because they all knocked 
each other. He was almost in a 
state of mind to go home, return the 
money and forget the whole business. 

Then I burned some more mid- 
night oil, and thought and thought. 
What was the answer to this situa- 
tion? What should be done with the 
merchant who was frightened stiff and 
suspicious of everybody? Of course 
the answer was obvious. If possible, 
the proper thing to do was to give 
the merchant a treatment that would 
take away his fear and allay his sus- 
picion. How was this to be done? 
There was the greatest problem of 
all. Finally, after more loss of sleep, 
a great idea occurred to me, and this 
idea was “Why not tell them the 
plain truth about the hardware busi- 
ness?” So I decided to try out telling 
the truth on the next buyer. First 
I talked about where he got his 
money. Then about his state of mind, 
and then about his suspicion. Final- 
ly, I said to him: “I am going to 
tell you the real truth about buying 
a stock of hardware, even if we lose 
your order.” I told him the truth, 
and we sold the bill. So I concluded 
that telling the truth was not a bad 
idea, and that was the way to sell 
your stocks. And it occurred to me 
that most of my competitors had not 
thought as much as I had about 
selling new stocks. They did not 
understand the merchant’s state of 
mind, and even if they wanted to tell 
the truth they would not know what 
kind of truth to ell. Of course I 
am writing all this with a smile and 
a twinkle of the eye. Nevertheless it 
is the truth. 

Now what was the talk that I gave 
these merchants? As my space is 
limited, let me boil it down. Here 
is what I said to.them, briefly: “My 
friend, your mind is just full of the 
price you expect to have to pay for 
your goods. Isn’t that true?” “Yes, 
it is. I want to buy my goods cheap- 
ly. I don’t want to be robbed.” “Let 
me tell you the truth about this price 
situation,” said I. “If you should buy 
your new stock order from any jobber 
at all, the variation in the cost of 
the goods to you would not be more 
than 5 per cent. A jobber, on his 
total sales, does not make a profit 
of as much as 5 per cent. Therefore, 
if any jobber should sell you this 
new stock order at 5 per cent cheaper 
than the other jobbers, he would lose 

(Continued on page 58) 
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On America’s Unelectrified Farms 


There Exists 


A Virtually Untouched Market 
For Engine Powered Devices 


VAST, and practically virgin 
A market exists for the sale of 

engine-powered _ labor-saving 
devices. This is particularly true 
among non-electrified farms, and 
homes beyond the power lines. By 
far the largest part of the farm; 
market is represented by the non- 
electrified farm. Hardware mer- 
chants in their anxiety to sell electric 
washers, water systems, etc., should 
not overlook the splendid profit op- 
portunity offered by the large poten- 
tial market for engine-powered de- 
vices. A sales campaign on engine- 
powered units is particularly timely, 
due to the current betterment in the 
agricultural situation. Today, the 
farm families have more money to 
spend than they have had in many 
years. The anticipated revenue of 
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farmers this year will reach the huge 
total of $7,750,000,000. There is a 
widespread tendency toward im- 
proved home conditions. The revived 
buying power of farmers should 
strongly show itself in purchases of 
labor-saving home and farm devices. 
Another factor indicating that special 
sales emphasis on engine-powered 
devices is justified is that power line 
extensions are not going forward as 
rapidly as they were several years 
ago. 

Some idea of the potential market 
for engine-driven devices may be 
gained from figures reflecting the 
sales of engine-powered washers. 
Since 1920, an estimated 10,545,429 
of these washers have been sold. 
Last year’s (1933) sales alone totaled 
63,383 units. 


Prices on most engine-powered de- 
vices are attractive. Practically the 
only difference between an electrical- 
ly-operated unit and one powered by 
a gasoline engine is that the latter 
is not completely automatic. Start- 
ing of the units, now being offered, 
has been made very easy. In the 
case of certain types of engine-pow- 
ered devices, such as water systems, 
the units may be stopped automati- 
cally through the use of a circuit 
breaker. The units have also been 
constantly improved and mechanical- 
ly perfected so that economical and 
trouble-free service is assured. Some 
of the engine-driven devices are built 
to permit the engine being removed 
and readily replaced by an electric 
motor as desired. 

(Continued on page 74) 
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~The Washington Alphabet: New Deal Agencies 


AAA—Agricultural Adjustment Administration.— 
Plans curtailment of certain basic farm commodities, in 
order to cut down existing surplus, and makes compen- 
satory payments to farmers who agree to reduce acreage. 

AVA*—Administration of Veterans’ Affairs.—Di- 
rects Veterans’ Administration, which extends relief to 
war veterans and to dependents of dead veterans. 

BOB*—Bureau of the Budget.—Assembles and re- 
vises department estimates; proposes changes in interest 
of economy. 

CAB—Consumers’ Advisory Board.—Part of NRA; 
observes and reports effects upon consuming public of 
prices under codes. 

CCC—Civilian Conservation Corps.—Enrolls and 
employs personnel to carry on conservation tasks in 
national forests. 

CCC—Commodity Credit Corporation—Buys and 
sells farm an dother commodities, loans or borrows 
thereon; assists in crop reduction and marketing in con- 
nection with relief plans. 

CSB—Central Statistical Board.—Effects coordina- 
tion of statistical services incident to purposes of NIRA. 

CWA—Civil Works Administration—Offshoot — of 
Public Works Administration; provides emergency em- 
ployment on local improvement projects as substitute 
for “dole.” 

DLB—Deposit Liquidation Board.—Makes advances 
to liquidating agents against assets so as to release funds 
for distribution to depositors of closed banks. 

EC—Executive Council.—Organization of President's 
consultants created to prevent duplication of reconstruc- 
tion activities. 

EHC—Emergency Housing Corporation.—Engages 
directly in slum clearance and erection of low-cost 
housing; assists public bodies and others in’ such 
projects. i 

EHFA—Electric Home and Farm Authority.—Serves 
in connection with TVA in equipping Tennessee Valley 
for distribution of electricity. 

FACA—Federal Alcohol Control Administration. 
Carries out provisions of approved codes and marketing 
agreements to control liquor traffic. 

FCA—Farm Credit Administration—Makes  ad- 
vances to agricultural producers and to agricultural 
credit corporations. 

FCT—Federal Coordinator of Transportotion.—Pro- 
poses methods by which groups of steam and electric 
railways may avoid waste and unnecessary duplication 
of facilities. 

FDIC—Federal Deposit Insurance Corporation.— 
Purchases, holds and liquidates assets of national banks 
closed by Controller and insures up to $2,500 each 
deposit in member banks of the Federal Reserve System 
and non-member participating banks. 

FERA—Federal Emergency Relief Administration. 

Cooperates with and makes grants to individual States 
for relief; administers Federal Civil Works and Surplus 
Relief Corporation. 

FESB—Federal Employment Stabilization Board. 
Cooperates in formulating methods of advance plan- 
advises on trend of employment and volume of 





ning; 
construction. 

FHLB—Federal Home Loan Bank Board.—Includes 
as members building loan associations, savings banks 
and mortgage institutions which subscribed for stock: 


loans are made for building. 





FPC*—Federal Power Commission.—Controls power 
sites on navigable waters and on public lands; regu- 
lates rates. 

FRB*—Federal Reserve Board.—Determines dis- 
count rates charged by member banks, supervises trans- 
actions and open-market operations, makes examina- 
tions of reserve banks. 

FTC*—Federal Trade Commission.—Brings  pro- 
ceedings to prevent unfair competition, investigates 
business conduct (except among banks and carriers) 
and anti-trust act violations. 

GFA*—Grain Futures Administration.—Supervises 
trading in grain futures. 

HOLC—Home Owners Loan Corporation.—Desig- 
nated to aid owners of mortgaged homes; exchanges its 
bonds for home mortgages of less than $14,000. 

[AB—Industrial Advisory Board.—Composed of nine 
industrialists and merchants who, under rotation plan. 
observe and counsel the NRA. 

ICC*—Interstate Commerce Commission.—Regu- 
lates rates of common carriers: charged with preparing 
railway consolidation plan; governs issuance of carriers’ 
securities. 

JEB—Joint Economy Board.—Suggests economies; 
composed of budget and planning branch chief. War 
Department budget advisers, and ten army and navy 
officers. 

LAB—Labor Advisory Board.—Adjunct of NRA; 
consulted on effects of codes and policies on workers. 

NCB—National Compliance Board.—Division — of 
NRA; inquiries into complaints of violations of codes. 

NEC—National Emergency Council.—Composed of 
Attorney General, Secretaries of Interior, Agriculture, 
Commerce, Labor, Budget Director and other executives. 

NLB—National Labor Board.—Deals with labor 
controversies arising under codes. 

NRA—National Recovery Administration.—Arranges 
codes with purpose of eliminating unfair competition, 
lessening unemployment by shortening hours, and_in- 
creasing minimum wages. 

PAB—Petroleum Administration Board.—Supervises 
production of crude and refined oil and inquires into 
violations. 

PIA—Petroleum Industry Administration—Admin- 
isters NRA oil code; sets price limits. 

PSAC—Non-member Preferred Stock Advisory Com- 
mittee.—Functions in relation to RFC > purchases of 
preferred stock, capital notes and debentures of banks. 

PWA—Public Works Administration.— Makes allot- 
ments from the $3,300.000,000 fund authorized by Con- 
gress for public construction, conservation and slum 
clearance projects. 

RFC*—Reconstruction Finance Corporation.—-Aids 
in financing agriculture, commerce, industry: facilitates 
exports by loans to banks, railroads. &e: buys bank 
preferred stock. 

SAB—Science Advisory Board.—Coordinates scien- 
tific activities of various government departments. 

TVA—Tennessee Valley Authority.—Controls devel- 
opment of Muscle Shoals and other water power re- 
sources in Tennessee Valley and plans to develop region 
as economic unit. 

USES—United States Employment Service.—De- 
signed to develop a national system of employment 
offices. 

* In existence before March 3, 1933. 
—The N. Y. Sunday Times. 
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By JAMES N. 
JONES 
Assistant Treas. 


Decatur & Hopkins 
Boston, Mass. 


URING the past three years 

business has faced many 

problems, none more vexing 
than steadily falling sales. For- 
tunately, during the past year busi- 
ness has improved for almost every- 
one and since we are all in business 
to make money, now is the time to 
make sure we have the proper re- 
lationship between the various parts 
of our business to make that end 
possible. 

The relations I have in mind are 
those between sales volume and ex- 
pense. These relations, often poor, 
have been graphically brought home 
to me in the last few years, since I 
work in the credit department of a 
large jobbing house. It has been 
my dubious privilege to go behind 
the scenes ard see at first hand, why 
the “Misfit Hardware Company” had 
to make an assignment and why 
“John Increase-Expense” had to go 
through bankruptcy. From _ these 
experiences and the examination of a 
great many financial statements of 
hardware stores, there are certain 
specific examples that will bring my 
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JAMES N. JONES 


Here you meet some 
of the men who have 
been facing prob- 
lems of the past 
three years, who 
have come under the 
observation of this 
author. 





point home to you much better than 
generalities. 

Of course, you all know that in 
broad general terms, your overhead 








must not be greater than your gross 
profit on your sales. In the hard- 
ware trade this is one-third of the 
sales if the average mark-up is fifty 
per cent. With these facts before 
you, consider the results obtained by 
these two hardware stores which give 
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the most pertinent figures I have ac- 
tually seen. For identification, we 
will call dealer number one, Joe 
Expense, and dealer number two, 
Joe Net Profit. 

Now, Joe Expense had much the 
larger store of the two and here in 
brief is what his profit and loss state- 
ment showed at the end of last year. 
He had total sales of $50,000 on 
which he made a gross profit of 30 
per cent or $15,000; but Joe Expense 
was pretty sick when he had totaled 
up his expense for the year and found 
it had cost him $17,000 to do busi- 
ness. Consequently, he had a loss 
of $2,000. Sad isn’t it? 

Meanwhile, in a nearby town, Joe 
Net Profit struggled along with sales 
of only $25,000 on which he made 
33.1/3 per cent or $8,300; but his 
total expenses were only $5,000 and 
his net profit was $3,300. Not a 
bad return on a $5,000 investment! 

Looking into these cases a little 
further, we find that Joe Expense is 
located in the center of a small city 
and occupies several floors of a fine 
building for which he pays $3,600 a 
year. In this store he has an in- 
ventory of about $18,000. He also 
has four clerks and two girls to keep 
his books. Contrast this situation 
with that of our friend Joe Net Profit 
who pays $475 a year for.his store 
in a small town. To be sure his 
inventory of $6,800 is rather crowd- 
ed, but on the other hand, it must 
be convenient since he has only one 
clerk and keeps his own books. 

Perhaps you are asking yourself 
what the history of these two stores 
has been. Well, here it is: first, for 
Joe Expense who inherited his store 
from his father about twenty years 
ago. Most of the time he has been 
in business, he has made money. In 
fact, during the twirling twenties, his 
sales volume was close to $100,000 
each year. Since 1929, he has made 
the mistake of hoping things would 
improve. On account of his sur- 
plus, he was able to keep his clerks 
until this year. Whether it is the 
end for this fine store depends on an 
immediate readjustment which should 
have been made in 1931, before credit 
and inventory were impaired. 

Now let’s look at the history of 
our friend, Joe Net Profit. He went 
in business in 1928 with $5,000 which 
he borrowed from his bank. Faced 
with the liquidation of this loan, he 
had to make good or go out of busi- 
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ness. That he has done a good job 
under prevailing conditions is shown 
by the following brief statement: 


ASSETS 
Cosh ...... ees $243 
Inventory 6,800 
Accts. Rec. 3,300 
$10,343 
LIABILITIES 

Accts. Pay.—Not due $1,800 
Accts Pay.—Past due 1,100 
Note Pay.—Bank 2,100 
$5,000 

Net Worth 5,343 
$10,343 


I believe there are many lessons 
to be drawn from these two dealers; 
but the one I want to bring home to 
you particularly is this: Without 
losing sight of the importance of the 
volume of business you do, remem- 
ber it counts for very little unless 
your expenses are lower than your 
gross profits so that you have a com- 
fortable net profit to pay for your 
investment and also for your man- 
aging ability. In the two cases | 
have cited, among the expenses was 
the salary of the owner. Joe Ex- 
pense drew $3,500 a year while Joe 
Net Profit was taking out only $2,500 
a year. 


Now Meet Another! 


I want to introduce you to one 
more friend of mine whom you may 
not want to emulate, but he is one 
who has successfully readjusted his 
business to prevailing conditions. 
For lack of a better name, we shall 
call him the “Cooperation Hardware 
Company”; Cooperation, because it 
was his willingness to work with his 
creditors and their willingness to 
work with him, that made it possible 
for his business to be reestablished. 
This was another case of too much 
overhead for the volume of sales. 
Ten years ago he was doing more 
than $100,000 a year while last year 
the volume dropped to about $30,000. 
Here, in brief, was the situation he 
found himself in: 





ASSETS 
Cash $500 
Merchandise ; 15,000 
Accts. Rec. 3.500 
Furn. & Fixt. & Equip. 1,000 
Real Estate 40,000 
$60,000 


LIABILITIES 





Accts. Pay. $4,000 
Note Payable—Bank ...... 13,500 
Mortgage on R. E. 30,000 
$47,500 
Net worth 12,500 
$60,000 


Unable to meet his taxes and in- 
terest payments and satisfy his cred- 
itors, the usual course would have 
been bankruptcy or an assignment; 
then an auction sale, and another 
store out of business. Instead, he 
consulted his larger creditors who 
were willing to help him out, and 
an orderly liquidation of his stock 
and accounts netted enough to pay 
a substantial dividend to them. The 
real estate, which consisted of his 
store and warehouse, was turned back 
to the mortgagee. He discharged 
his clerks with the exception of his 
son-in-law and daughter. At the 
final auction of his old store he 
bought in some of the fixtures and 
stock, obtained a smaller store which 
he and his family could handle; and 
for the past six months, has been op- 
erating at a profit. 

I am presenting no brief for com- 
promise settlements, but I do want to 
forcibly bring to your attention the 
fact that if you find you are not op- 
erating at a profit, something must 
be done about it. Don’t go on from 
day to day hoping things will pick 
up without taking some active means 
to correct the situation. Take the 
case referred to above. If that man 
had faced his problems a year earlier, 
his creditors would have been paid 
in full, and undoubtedly, he would 
have operated at a profit during the 
past year. The fact that he put him- 
self in his creditors’ hands when his 
difficulties became too much for him, 
undoubtedly saved them several thou- 
sand dollars; by retaining their con- 
fidence, he was able to make a fresh 
start in business. 

It may be easier for you to con- 
sider the facts presented here more 
concretely if the various items are 
presented separately. First, let us 
consider the item of rent. You may 
be paying it to a third party or you 
may be paying it in the form of 
taxes and interest on property which 
you own. On a percentage of your 
sales, it should not exceed 4 per cent. 
If you are paying too much, see 

(Continued on page 70) 
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Gleber’s Simple Bookkeeping System 
Catches the “Worm 


NTIL 12 years ago, George H. 

Gleber & Son, Inc., Buffalo, 

\. Y., utilized charge slips 
with its cash register and_ satisfac- 
torily took care of its comparatively 
few accounts. At that time, however, 
considerable building activity loomed 
on the horizon of Gleber’s territory 
and at these first extensive building 
signs, George W. Gleber, son, trans- 
formed his store from a mere neigh- 
borhood institution handling a gen- 
eral line of hardware to a hardware 
merchandising center focused around 
a large and comprehensive line of 
builders’ hardware. 

Up to this time business was small, 
dormant, unflourishing. But when 
George Gleber told building contrac- 
tors around and about that he could 
serve them and do a quick, efficient 
job, things began to boom back of 
the Gleber glass front. As the volume 
of charges increased by leaps and 
A bet- 
ter bookkeeping system would have 
to be employed! 

The old system was too cumber- 


bounds a new problem arose. 
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some, consumed too much time and, 
although not more than a hundred 
charge accounts were then in exist- 
ence, errors crept in making Gleber 
bookkeeping more of a liability than 
an asset. A new system was devised 
and installed. The same system is in 
use today. Briefly, here is how this 
successful Gleber organization “keeps 


books.” 


Having the sales slips, the book- 
keeper (see photograph) _ posts 


charges and credits on the bill-head 
form which occupies the outer half 
of the total sheet perforated just to 
the left of the statement proper. Un- 
der this sheet is a blank yellow sheet 
which automatically duplicates the 
A feature of 
this “copying” process is the use of 
“Carbon Handle,” 
a piece of carbon paper over a thick 
cardboard, both joined together on 
the right by a strip of metal running 


information entered. 


what is known as a 


along the edge and from which ex- 
tends a small handle. During the 


month when posting to the statement 
is necessary this portable “Carbon 
Handle” sandwiches the copy, or yel- 
low sheet, and thus duplicates the 
original posting. Recopying is un- 
necessary, the use of the “Carbon 
Handle” doing the job in instant, ef- 
ficient manner. 

Opposite the white, statement sheet, 
on the left side of the binder, when 
opened, is a permanent cream-colored 
ledger sheet for the same customer. 
Total posting is done on this ledger at 
the end of the mouth. Credits are 
posted and balance extended. This 
ledger folio also contains a column 
in which collection effort data, etc., 
This ledger 
form contains, on its two sides, suf- 
ficient space for entries over a period 
of several years for the purchase of 
While the 
white or statement sheet is removed 
book month, this 
ledger form remains in place until 


may be jotted down. 
the average customer. 
from the each 
entirely used up. 
When the binder is closed, securely 


(Continued on page 62) 
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Mill Supply Men Pledge Support to NRA 
Condemn Darrow Report, Oppose 


Wagner Bill 


Triple Mill Supply Convention at Cincinnati, Ohio, May 21 to 

24, 1934, opposes minimum wages for outside salesmen and 

urges continuance of Durable Goods Industries Committee 

work. About 700 register. Distributors seek uniform mini- 

mum cash discount of 2% and work for resale price stabiliza- 
tion. 


ENOUNCING the report of 
Clarence Darrow’s NRA re- 


view board as “biased and 
unjustified by the facts,” industrial 
equipment manufacturers and dis- 
tributors in convention gave ap- 
proval to NRA, particularly their 
own codes. This action was the op- 
ening feature of the annual triple 
mill supply convention at the Neth- 
erlands-Plaza Hotel, Cincinnati, 
Ohio, May 21 to 24, 1934, and was 
the joint unanimous opinion of the 
three trade organizations in session. 
These are: the National Supply & 
Machinery Distributors Association, 
the Southern Supply and Machinery 
Distributors Association and_ the 
American Supply & Machinery Man- 
ufacturers Association. At the clos- 
ing session, the convention went on 
record as opposed to both the Wag- 
ner Labor Bill and the proposed 
code giving minimum wages and 
maximum hours to outside sales- 
men. 

Distributors indicated very defi- 
nite satisfaction with the mill supply 
distributors’ code under which they 
operate. It was the sense of their 
separate sessions that this code had 
enabled the industry to correct many 
unfair, unsound and destructive prac- 
tices previously beyond control. 

The manufacturers reported busi- 
ness improvement due to their codes, 
but felt that, as a group, producers 
had not benefited to the same extent 
as distributors. To stimulate fur- 
ther improvement, they will urge 
NRA to continue the work of the 
Durable Goods Industries Commit- 
tee, believing an improvement in the 
capital goods sales volume a vital 
and badly needed next step for gen- 
eral recovery. 
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J. HARVEY 
WILLIAMS 


J. H. Williams & Co., 

President, American 

Supply & Machinery 
Mfrs. Assn. 


Copies of resolutions covering 
these convention conclusions were 
wired to President Roosevelt, Sen- 
ator Wagner and General Johnson, 
and were furnished to radio and 
newspaper news gathering agencies. 
The National Association of Manu- 
facturers, U. S. Chamber of Com- 
merce and the Durable Goods Indus- 
tries Committee also received copies 
of these resolutions, with requests 
for support. Official registration at 
the convention approximated 700, 
with honors about evenly divided be- 
tween producers and distributors. 

William T. Todd, Jr., Pittsburgh, 
was elected president of the National 
association, succeeding H. H. Ruhf, 
Cleveland. George A. Fernley, Phil- 
adelphia, is secretary-treasurer.  T. 
W. Lewis, Memphis, Tenn., succeeds 
C. C. Krueger, San Antonio, Tex., as 
president of the Southern association, 





WM. T. TODD, JR. 


Somers, Fitler & Todd 
Co., President, Na- 
tional Supply & Ma- 
chinery _ Distributors 
Assn. and Chairman, 
Code Authority 


of which Alvin M. Smith, Richmond, 
Va., is secretary-treasurer. 

J. Harvey Williams, J. H. Wil- 
liams & Co., New York City, is the 
new president of the American as- 
sociation. He succeeds Harold F. 
Seymour, Columbian Vise & Mfg. 
Co., Cleveland. R. Kennedy Han- 
son, Pittsburgh, is secretary of that 
body. 

Although a decision has not been 
reached, it is believed the 1935 triple 
convention will meet at Memphis, 
Tenn. . 

The convention started and ended 
with joint sessions for the three or- 
ganizations. Monday morning, the 
opening joint session discussed the 
effects of codes on both manufactur- 
ers and distributors and the effect 
on their long-standing close _rela- 
tions. President Krueger of the 
Southern association made a_ stir- 
ring appeal for continued support to 
NRA, declaring benefits from the 
mill supply distributors’ code impor- 
tant and profitable to the industry, 
eliminating for the first time many 
costly, uneconomic abuses of long 
standing. He called for condemna- 
tion of the Darrow report, made 
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Joint Mill Supply Convention Resolution 


about equitable, controlled resale 
prices. In a large measure, he said, 








° rice stabilization was being effected, 
Pledging Support to NRA ~ cautioned distributors rh efforts 
; of some manufacturers to change dis- fa 
Approved by the three associations at opening sessions count terms to the disadvantage of to 
May 21, 1934, at Cincinnati, Ohio. the distributors. This led to a reso- si 
WHEREAS, our experience in operating under Codes of Fair Com- lution by the National paige iggy all a 
petition since their approval by President Roosevelt clearly reveals that they producers a “minimum cash dis- ! 
have been beneficial to the industry and trades as a whole and have worked count of 2 per cent with only one ge 
no hardship on small producers and distributors, and monthly settlement from statement.” ar 
WHEREAS, our Code has enabled us to correct many unfair, unsound David C. Jones, Lunkenheimer Co., TI 
and destructive competitive practices which we were powerless to control Cincinnati, said that business is fo 
prior to the passage of the N.I.R.A., and much better; that in some cases the as 
WHEREAS, the Codes have likewise proven fair and equitable to our codes improved conditions and in th 
CUES GE te ERIE, other cases they had not helped par- in 
. Lager pen * tone BE intl age tee That om Dee egg ne gps ticularly. He felt that codes had Sp 
established under the N.LR-A., and that we consider the findings in the  _Penefited distributors more than pro- P| 
Darrow report as. published today (Mon., May 21) as biased and unjustified ducers, and that labor had received ar 
by facts and as indicating a complete lack of knowledge of the true con- the most benefit due to the hours al 
ditions. and wages schedules. He said NRA 
me 
public that morning, and urged the : 
convention to go on record at once, ee 
denouncing the Darrow report and he 
pledging support to NRA and Gen- “ 
eral Johnson. This was done prompt- Y 
ly, enthusiastically and _unani- _ 
mously. At this juncture, Secretary 
Hanson of the manufacturers asso- “ 
ciation announced that AP, UP and ™ 
other news services were holding 
news wires open for the decision of 7 
the convention on the Darrow report, . 
as the Mill Supply group repre- Y 
sented the largest assembly of busi- si 
ness men in session that day. a 
President Ruhf of the national or- HARRY RINEHART T. L. LEWIS Cc. C. KRUEGER tt 
ganization outlined the code history eile Moma the ie niin, iin He 
of the industry, stressing the efforts a - President, ee & Supply Co., Retir- a 
toward price stabilization and the ehinery gy A Supply & Machinery os ac sage gr 
ambition of the distributors to bring Assn. Distributors Assn. ery psa alin haem, ti 
had at least developed stronger trade u 
bodies in the mill supply field and P 
that many lasting improvements m 
would probably develop, even though . 
NRA might fail completely and be 5 
discontinued. : 
L. M. Knouse, president, The . 
Stanley Electric Tool Co., New Bri- dl 
tain, Conn., speaking for the portable ‘ 
electric tool industry, said that group ; 
had, prior to NRA, endeavored to 
correct uneconomic abuses and was . 
now trying to go further toward this | 
end. He said the group is under the . 
basic electrical manufacturers’ code, 7 
y 





in a subsection classification, and 
that this was done to give this field 
an early start. Mr. Knouse told how ° 
open price filing had brought about 
some stabilization without misunder- 


WM. E. CAIN H, F. SEYMOUR 


Columbian Vise & 


H. D. NORTH 


Executive Secretary, 
Joint Merchandising 
Committee Mfg. 


Ferry Cap & Screw 

Co., Vice - president, Co., Retiring 

Manufacturers Asso- president, Manufac- 
ciation turers Association 
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standings or misstatements, and said 
he considered the industry in good 
status. 

President Seymour of the manu- 
facturers association called for 
tolerance by distributors when con- 
sidering manufacturers’ price stabil- 
ization efforts, saying in _ part: 
“Today, we talk of industrial self- 
government and responsibility and 
are willing to cooperate as a group. 
There has been an increase in costs 
for reasons beyond our control, but 
conditions are getting better, al- 
though we don’t know whether the 
improvement is because of or in 
spite of the codes. But one thing is 
plain—we must not sell below cost, 
and selling at a profit is what we are 
all after. 

“The NRA has brought men to- 
gether, a tremendous thing. The 
NRA is not going to let one man live 
by killing nine others. Conditions 
are not perfect, but they are certainly 
better than before NRA came into 
existence. Business is moving in the 
direction toward improvement.” 

George Puchta, dean of the mill 
supply distributors, urged the con- 
vention to get the most out of NRA; 
said if manufacturers were not get- 
ting as much out of NRA as dis- 
tributors such a condition need not 
be so and that NRA provided the 
means for furthering the very ideals 
and ambitions of the triple conven- 
tion. He said he recognized some of 
the objections and difficulties in- 
volved and quoted Dr. Samuel John- 
son’s “Nothing good will ever be 
accomplished if all possible objec- 
tions must be corrected first.” 

Urging code compliance by assent, 
through adjustments and not through 
policing efforts, William J. Hoff, as- 
sistant chief, NRA Compliance Divi- 
sions, said 93 per cent of employers 
are now under codes. He said NRA 
was now to the point where applica- 
tion and administration will count; 
that codes are not perfect but are 
subject to revisions, and that NIRA 
through NRA has put more than 
three million unemployed men back 
to work. 

Monday afternoon, each associa- 
tion held an executive session to dis- 
cuss organization matters, review the 
year’s work and to consider reports 
of their respective officers. That 
evening the distributors held an ex- 
ecutive session to discuss their code, 
its compliance and administration. 
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Resolution Urging Continuance of 
Durable Goods Industries Committee 


Passed by American Supply & Machinery Manufacturers 
Association at Cincinnati, Ohio, May 23, 1934. 


WHEREAS, the only sound and lasting cure for the depression is 
through the reemployment in private, profit-making enterprise of those now 
unhappily unemployed, and 


WHEREAS, the overwhelming majority of those now unemployed are 
normally employed in the Durable Goods Industries, and 


WHEREAS, there exists a vast accumulated deficiency in the produc- 
tion of the said Durable Goods as the result of the four years of the depres- 
sion, thus providing an available market, now 


THEREFORE BE IT RESOLVED, That the American Supply & 
Machinery Manufacturers’ Association (chiefly composed of concerns 
engaged in the manufacture of Durable Goods) desire to register hereby 
the opinion of its members in convention assembled. 


This Association approves and endorses: the sound and constructive 
work already done by the Durable Goods Industries Committee in Wash- 
ington under the leadership of G. H. Houston, Chairman, believing that 
the said Durable Goods Committee has made plain to the Administration 
and to the Congress the true reason for our industrial. sickness and has 
furthermore pointed to the measures necessary to effect a cure, and, 


FURTHER, The Association expresses the hope that the Durable Goods 
Industries Committee will not cease to function with the presentation of its 
report to the President of the United States, but will continue its work and 
will oppose a militant objection to all such measures as may impair the 
ability of the Durable Goods Industries to move forward to that degree of 


prosperity to which they are entitled. 


It is our conviction that, with the return of such prosperity, unem- 
ployment will be largely eliminated and unusual benefits immediately will 


accrue to the nation as a whole. 


Secretary Fernley distributed 
printed copies of his annual report. 
This reviewed code activities, the 
need of adequate margins for dis- 
tributors; the desire of the distrib- 
utors for resale prices; opposition 
to minimum wages and max»ymum 
hours for outside salesmen, and told 
of the activities of the association 
office during the past year. 





ALVIN M. SMITH 


Smith-Courtney Co., 
Secty.-treas. Southern 
Supply & Machinery 
Distributors Assn. and 
Chairman, Joint Mer- 
chandising Committee 


GEO. A. FERNLEY 
Secty.-Treas., National 
Supply & Machinery 

Distributors Assn. 


Secretary Smith reported business 
improved and said his members were 
making a profit. He stressed the 
need of a stronger and more active 
membership in the Southern associ- 
ation, said the codes had helped im- 
prove business, but there was too 
much overlapping in codes, difficulty 
of compliance and too much uncer- 


(Continued on page 56) 


R. KENNEDY 
HANSON 


Secty.-Mgr., American 
Supply & Machinery 
Mfrs. Assn. 
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Bearing Down on Sport Goods 


FIXHE season of outdoor sports 

offers your great opportunity to 
establish your store in the minds of 
customers as the logical place to buy 
this type of merchandise. The means 
nearest to hand is your window, 
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COME OUT 


AND ENJOY 


where you can, if you install some- 
thing unusual in the way of display, 
get your public talking about your 
store in terms of sporting goods. 
Take, for example, the attractive 
center background poster of the Casey 





























TA LY 














Hardware Co., Aberdeen, Wash, pro- 
duced by Lloyd Rylander, display 
man for that store. This colorful 
poster would certainly arrest the at- 
tention of anyone interested or like- 
ly to be interested in golf. In this 
case the display man has cleverly 
placed the golf clubs so that they 
radiate from this center background, 
so that the casual observer, when he 
has looked at the picture, will natu- 
rally take in all the goods offered for 
his inspection. 

This center background idea is 
further exemplified in the suggested 
vacation window showing the con- 
tented camper enjoying his evening 
pipe of tobacco. This is a cleverly 
arranged shadow box. This effect 
can be obtained by using two center 
panels, (A) in front, a black sil- 
houetie cut-out so that the back panel 
of (B) may be seen behind him. 
Panel (B) should be painted a night 
blue, and the moon pale yellow, al- 
most white. At the top arrange real 
leaves. The campfire effect may be 
obtained by two spotlights, a fan 
and some yellow and orange ribbons 
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attached to the fan. The spotlights 
play upon the ribbons, creating the 
illusion of a fire. The large chart 
will make the drawing of the back- 
eround easy. Simply make the same 
number of squares, three inches each, 
and proceed to map it out. Then 
paint the figure black. You will have 
a strikingly effective window. 

The playground window needs no 
chart. Very fine silver threads fas- 
tened from the shower lead to the 
tip of the umbrella (the more the 
better) and a blue spotlight will give 
you a fine display. 





TO HELP You ENJOY 




















r 
| 
| nN 



































7 
- al 





The chart below will make your drawing of the silhou- 
ette easy and accurate. Three-inch squares and map out 
as shown 
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THREE E. C. ATKINS MEN 
RECEIVE PROMOTIONS 


Edwin W. Clark, N. Y. branch manager, becomes as- 
sistant to General Sales Manager N. A. Gladding and 


is succeeded by Edward S. 


by Ray Ellis. Mr. Clark 


Norvell moves there. 


Norvell who is succeeded 
remains in N. Y. and Mr. 


E. C. Atkins & Co., Indianapolis, Ind., saw and tool manufac- 
turers, announce the promotion of three principal key men in the 


sales organization. 
Edwin W. Clark, who for the ‘ 
past 25 years has been in charge 


of the New York branch house | 


which covers the New England 





EDWIN 


W. CLARK 


New Jersey, Delaware, 
Maryland, the District of Colum- 
the of 


states, 


bia and eastern halves 


Pennsylvania and New York, has | 


been promoted from the position 
of local manager to that of as- 


sistant to N. A. Gladding, the 
general sales manager at In- 
dianapolis. 

Mr. Clark will continue to 


make his headquarters in New 
York City in care of the New 
York branch. He will have gen- 
eral oversight of the company’s 
interests in the eastern territory, 
including contacts with the U. S. 
Government departments and the 
export trade, with direct connec- 
tion with the home office at In- 
dianapolis. 

Mr. Clark has been in the em- 
ploy of E. C. Atkins & Company 
since he was a boy. In 1888 he 
was made manager of their 
branch house at Chattanooga, 
Tenn., and afterward promoted 
to the position of assistant to the 
sales manager at Indianapolis. In 
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| 1912 he was appointed manager 
of the New York branch where 
he has built up a splendid busi- 
| ness for the company and has a 
| host of friends throughout the 


| territory. 





NORVELL 


EPWARD S. 


Edward S. Norvell, who suc- 
| ceeds Mr. Cl-rk as the local man- 
ager of the New York branch, 
was for a time connected with 
that branch as assistant to Mr. 
Clark prior to the late great war, 
during which time he served in 
the U. S. Army. Subsequent to the 
war he was brought to the In- 
dianapolis office where he spe- 
cialized in the metal cutting and 
industrial departments, and was 
later made sales manager of that 
division, so that he is well versed 
in the products of E. C. Atkins 
& Company and their selling poli- 
cies. He, therefore, well 
equipped to take hold of the de- 
tail work in the New York ter- 
ritory. 

With these two men in their 
new positions, the company feels 
that it will be able to give a 
much broader scope of service to 
the hardware and industrial trade 


is 


other states above mentioned. 





| 


The New York branch is lo- 
cated at 51 Warren Street, where 
a complete stock of Atkins’ prod- 
ucts is carried for the benefit of 
the distributors and users of saws, 
saw tools, machine knives, files, 
grinding wheels, etc. 

Ray Ellis, who has been con- 
nected with the sales department 
at the home office for several 
years as chief clerk, will succeed 
Mr. Norvell at Indianapolis, so 
that the service to the trade so 
ably carried on by the latter will 
continue, Mr. Ellis being thor- 
oughly versed in and equipped for 
the work. 

The company has branches at 
New York City, Atlanta, New 
Orleans, Chicago, Memphis, Se- 
attle, Portland, Ore., San Fran- 
cisco and Los Angeles. 





HARDWARE SQUARE CLUB 
HOLDS SHORE DINNER 


More 
guests attended the sixth annual 


than 250 members and 


shore dinner of Hardware Square | 


Club No. 675 held May 24 at the 
Field Club, Brook- 


Marine and 


lyn, N. Y. To make those of the | 


trade feel at home the menu was 
written in hardware terms. Start- 
ing with Jobbers’ Size crab meat 
cocktail and ending with Hack 
Saw beer, the menu had such 
delicacies as Hot Galvanized clam 
chowder, Half Spring Hinge 
chicken and Tack salad. 

Gayety was the keynote of the 
evening with speeches forbidden. 
A good bill of professional enter- 
tainment was provided by George 
Kohlmeier with some impromptu 
acts offered by happy hardware 
men. The dinner committee was 
headed by Ralph S. Allen, secre- 
tary of the club. 

A handsome souvenir journal 
with considerable advertising was 
a feature of the affair. One of 
the complimentary advertisements 
paid tribute to Frederick Pfeifer, 
first president of the club, who 
had recently celebrated his sev- 
enty-third birthday. 

* 


HARDWARE CATALOGS 
The 


New 








York-Westchester | 


Supply Co., Inc., 551 W. 125th | 


Street, New York City, would 
like to receive catalogs of hard- 


in New York, New England and | ware and allied lines of all de- 


scriptions. 


| the 


G.E. ANNOUNCES FIVE 
NEW VICE-PRESIDENTS 


The General Electric Co., 
Schenectady, N. Y., has an- 
nounced election of five vice- 


presidents and one commercial 
vice-president, who were selected 
at the board of directors meeting 
held May 25 in New York City. 





J. E. KEWLEY 


J. E. Kewley, Cleveland, is vice- 
president in general charge of the 
incandescent lamp department. 
E. O. Shreve, Schenectady, is a 
vice-president in association with 
Vice-president J. G. Barry, in the 
commercial activities of the ap- 
paratus and supply business of 
the company. W. O. Batchelder, 
Chicago, is a commercial vice- 
president in charge of the com- 
mercial activities of the Chicago 
district. 

T. W. Frech asked to be re- 
lieved of his responsibility as 
vice-president in charge of the 
incandescent lamp department. 
Mr. Frech is remaining with the 
company in an advisory capacity. 
He joined the company in 1901. 

Mr. Kewley was acting m2n- 
ager of the incandescent lamp de- 
partment of General Electric in 
1930 and became manager in 
1931. Mr. Shreve has been with 
the company since 1904. In 1926 
he became manager of the indus- 
trial department in Schenectady 
and in 1930 was made assistant 
vice-president. Mr. Batchelder 
joined the company in 1905. 


ACQUIRES BUSINESS 
A. E. McCarl has acquired 


business of the Marengo 
Hardware Co., Marengo, Iowa. 
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THE TRADE 


Executive Changes, Meet- 
ings, Current Events in 


the Hardware Trade 
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New Quarters of the F. P. May Hardware Co. to Have Model iii “obits 
e e | 4 S . 
Retail Store in Washington, D. C. | large recessed, undercover plat-| HEARS FIFER, PEARCE 
se form on the west side, the plat- | 
The F. P. May Hardware Co.,| stock sampled on _ up-to-date r a Fes pia | More than 100 members and 
gins? 7 eee . > _ | form accommodating eight trucks. | : 
169 C. St., N.W., Washington, | equipment and open display | Adjacent to the platform will be guests of the Retail Hardware 
D. C., wholesale distributors, will | tables. A unique room is being | elevators adjustable to truck body | Asseciation of Philadelphia heard 
construct a new two-story build- | constructed rs " — read heights. | Frank P. Fifer, Philadelphia, 
: to accommodate brushes, wind- as DAS 
ing on New York Ave., N.E., ’ s - “waiter ser. | President, PASHA, address the 
which will include a model retail becahens, wool Casters and other | Reg ni “y a ar ia | 
“ner setigh f | items subject to attack by moths, a fice ee "head said en 
ardware store, air-tight room for | weevils, etc., This room will be the office for handling orders | 
displaying items subject to moth | subject to fumigation by gas and | taken out on call. The shipping | 
op sso cng _ ,. | will be air tight. Air-tight vault, | 4ePartment is to be served by two 
Having a frontage of 205 ft. | doors and windows will be part of | al ‘Te va F sw me ” ; ap 
with depth of 200 ft. the build- | the equipment of the room. An | — ae See ee oe i 
ing will provide 8000 sq. ft. of | electric forced-draft ventilation | °°" = the building will handle 
: vice- space for offices, sample and dis- | system operated automatically | ‘COS iveight from ra — 
wll the play rooms, rest rooms for women | through the roof will be utilized. | = — ry wi Th aa 
aaa employees, smoking room for men | At the east end of the building | peaugielneemges ey oY 
ra and lunchroom. All offices will | will be a 30-ft. strip of land to | '"® will run the length of the 
Fil : stretch across the entire front of | admit sufficient light and ventila- building and will accommodate 
en the building have southern expo- | tion. On the west side will be | S¢vera! cars at one time. 
n the sure and plenty of natural light. | a parking lot to contain 7800 sq. Arthur May is president and 
; y? Adjacent to. the display room | ft. treasurer of the company, Leo C. 
Pe will be a model retail hardware Deliveries and less car ship- | May is vice-president and Charles 
21 . . r . ° 
_— store 20 by 60 ft. with complete | ments will be handled from a/| W. Clayton is secretary. 
vice- 
com- = a ees aoe. — - 
1cago COLEMAN LAMP & STOVE | types of retail stores selling hard- | FRANK P. FIFER 
EXPANDING EXPORT DIV. | ware items on Sundays. The or- | _—_— B R I E F , F— 
e re- fe : i sate ‘ tile + ae | Z . ; ; 
y as The Coleman Lamp & Stove ange egy = rage grt ar | Clarence Loux has opened a May 17 meeting held at Kughler’s 
, mee : : . > sale ag ; : 

f th Co., Wichita, Kan., is setting up pie — ardware | hardware store in Galt, Iowa. Restaurant, Philadelphia. Mr. 
1€ rae items by drug stores discon- | - : a , 
ment. through the management of: its eae = Fifer discus8ed general business 
h the present export corporation a com- Dicsilint W. H Stenasker The Steck: & Sow Sastwace conditions and stated that he sees 
ano plete new and additional office at | presided at the meeting. | store in Oberlin, Kan., has been ene empeeramnents. W. Glenn 
901. its Toronto, Canada, plant for | remodeled. Pearce, managing _ director, 
m.n- the purpose of particularly serv- | _ PASHA, discussed the services 
p de- ing a number of English speaking | POL VERNET & CIE WANT | Al and Urban Neve — offered by the national associa- 

‘ic mM countries on Coleman products | AMERICAN MADE LINES | — ee | aia, 

he a nr sal nigh pe se pe | purchased the Morrow Hardware 7 . vii 

sai on _ 7 ge ses ” he _ The firm of Pol Vernet & Cie, | store in Lebanon, Ohio. eo : - Agere tape ri 
actory. I < y _ < 8 . she se anr spnlav c se 

1926 y. 0 sexsiaca a sat pene 16 Rue Claude-Vellefaux,. Paris, chandise and di P ay counse lor, 
made in the company’s Chicago | , , ; gave a talk on display and seli- 

nduas- , as , | France, would like to enter into s . a 
export corporation. 2 ‘ : The B.M.K. Hardware store | ing methods. Mr. Pease pointed 

ctady relations with American manufac- pres nye i eae 

, ) 7 ‘ oe ut was opened recently at 217 N. | oul dealer weaknesses and sug- 

-_ OPPOSE SUNDAY SALES | (7S Wishing to sell house-| Phillips Ave., Sioux Falls, S. D. | gested changing table arrange- 

elder ‘ urnishings, household furniture | w saaeiati tates > Mi nts 

| OF HARDWARE ITEMS | nal Sates inthis ta 7 Ww. L. Burgerme ister, H. G. Mil- | ments. ae 

aa ; hen specialties in France. | jer and J. W. Knudson are pro-| eorge S. Wolbert, gave a brief 

a a recent meeting of the | The organization was estab- | prietors of the business. outline of local code compliance 

5 lied Hardware Stores, Inc., lished in 1922 and is experienced ; activities and urged dealers to 

—_ ield in the Akron Beacon-Jour- | in the handling of imported mer- | voluntarily comply. He urged 

= nal offices in Akron, Ohio, the chandise. Mr. Vernet has had | Delmar Schrader recently ac- | dealers to report violations of the 

oe group went on record as being | several years experience in the quired the Donaldson Hardware | code for the good of all mer- 

wa. opposed to drug stores and other | Markt & Co. Paris branch. Store in Northfield, Minn. chants. 
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WILL J. GIBBENS, SR. 


Will J. Gibbens, Sr., 74, pres- | 


ident, Gibbens & Gordon, Inc., 
New La., wholesale 
hardware distributors, re- 
cently after a brief illness. At 
the time of his death Mr. Gib- 


Orleans, 
died 


bens was liquidating his com- | 


pany. 


reer in the sugar industry he | 


moved to New Orleans in 1891 
and shortly after formed an en- 
gineering and machinery part- 
nership with Edgar L. Stream. 
Mr. 
sugar consulting for 
factories in Louisiana. 1913 
the organization was acquired by 
the firm of Gibbens-Finney-Gor- 
don Co., which was later consoli- 


Gibbens served as a cane 
engineer 


In 


Starting his business ca- | 


dated with the Standard Supply | 


& Hardware Co. 
formed Gibbens 
1923. 


in 


& Gordon 


JOSEPH A. IGOE 


Joseph A. Igoe, 53, manager of 


Mr. Gibbens | 


the Jamaica, N. Y., branch of | 


Igoe Brothers, Brooklyn, N. Y., 
of 


hardware, roofing and building 


manufacturers and jobbers 
specialties, died May 27, in the 
Carson Peck Hospital, Brooklyn, 
following an operation for acute 
appendicitis. Mr. Igoe had been 
active in the firm for thirty years 
and was well known to the hard- 
ware trade. 

Mr. Igoe was active infrater- 
nal organizations. He is survived 
by Mrs. Igoe, four brothers active 
in the business: Peter, Andrew, 
Theodore and James, two sons, a 
daughter and a sister. 


NEWTON H. RUSSELL 

Herbert Russell, 46, 
Russell & 
Holyoke, Mass., and president, 
Izaak Walton 
League, died at his home in S. 


Newton 
treasurer, J. Co., 
Massachusetts 


Hadley on April 27. 
graduation from college he asso- 


WALTER L. POTTER 


Walter L. Potter, proprietor, 
Miraloma Hardware & Glass Co., 
San Francisco, Calif., died re- 
Mr. Pot- 
ter went to the home of a cus- 
tomer to do some work and was 


cently from a wound. 


stabbed in the heart which 
| caused his death. 
DAVID BELL 
David Bell, president, David 


| Bell Co., Buffalo, N. Y., screw 


machine products died May 21 
at his home in that city at the age 
of 59. At 19 he became a partner 
in the David Bell Engineering 
Works, owned by his father. {n 
1918 he organized the David Bell 
Co. 


AUGUST WESTPFAL 
August Westpfal, president, 
Westpfal Cutlery Co., New York 
City, died recently at the age of 
59 following a long illness. 


SILAS H. ALTORFER 


H. Altorfer, 50, presi- 
dent, Altorfer Bros. Co., Peoria, 
Ill., manufacturers of 
washing machines and 
died recently in that city. 


Silas 


electric 
ironers 

Long 
a member of the executive board 
of the American Washing Ma- 


| chine Manufacturers’ Association 


his funeral was attended by of- 
ficers and members of that group. 

A native of Roanoke, IIl., he 
associated with his father in the 
retail hardware business in that 
town until he was 25 years old. 
He and his brother, Alpheus W. 
Altorfer, produced their first 


| power washer in the basement of 
| their father’s store in Roanoke. 
| They made others, one at a time, 


Since his | 


a salesman using a horse and 
buggy sold each as it was manu- 
factured. In 1914 the business 
was moved to Peoria. 

A. W. Altorfer, vice-president 
and treasurer of the company and 


| another brother Henry W., gen- 


ciated with his father and broth- | 


ers in the hardware business. He 
was secretary of the Holyoke 
Kiwanis Club and was active in 
welfare work. 


HORACE A. SPEAR 


Horace A. Spear, 
Mass., hardware dealer died re- 


cently. He entered the hardware 


eral manager and secretary of the 
company and executive board 


| member of the washing machine 


Walpole, | 
| of 


business in Walpole in 1887 and | 


was active in town affairs serving | 


on the board of selectmen and | 


finance committee. Mr. Spear 
was active in fraternal organiza- 


tions and was a director of the | 
| vive. 


Walpole Trust Co. 
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association, Mrs. Altorfer, three 
children and Henry, Sr., his 
father are among his survivors. 


DANIEL A. McGRATH 


Daniel A. McGrath, manager 
the printing department of 
Simmons Hardware Co., St. 
Louis, Mo., wholesale distribu- 
tors, died recently at a hospital 
in that city following a hemor- 
rhage.” He had been with the 
Simmons company for 35 years. 
Mrs. McGrath and two sons sur- 








JOHN MASSEY 


John Massey, 73, founder of 
Massey Iron Works, now Massey 
Hardware Co., Wichita, Kan., 
died recently at his home in that 


city. He came to this country 
in 1868. 


in Anthony and in 1890 moved to 
Monroe City, Mo., where he op- 
erated a hardware business. Later 
he operated businesses in Los 
Angeles and Denver. He went to 
Wichita in 1910, where he found- 
ed the present Massey Hardware 
business. 


B. W. CORNMESSER 


Blair W. Cornmesser, 71, Bell- 
wood, Pa., hardware dealer, died 
recently following an illness of 
several days. He was one 
the town’s pioneer business men 
and was active in civic affairs. 


oi 





CHARLES H. SUYDAM 


Charles Henry Suydam, 57, 


formerly associated with the Hen- | 


derson-Suydam Hardware Co., 
Columbia, S. C., died May 20 at 
a hospital in that town following 
an illness of two months. He was 
with the United States Rubber 
Co., for whom he was a branch 
manager for about eight years. 





PAUL H. BERNHARDT 


Paul H. Bernhardt, 61, died at 
his home in Salisbury, N. C., on 
May 23. After finishing college 
he entered the employ of the 
Salisbury Hardware Co., founded 
by his father and his uncle, and 
later became president of the 
company. 


GEORGE B. MINARY 


In 1884 he opened a | 
hardware and implement business | 


George B. Minary, 65, owner | 
of the Minary Hardware store, | 


Versailles, Ky., died recently fol- 
lowing a fifteen-months’ illness. 


EDWARD N. ABBOTT 


Edward Nelson Abbott, 77, one 
| of the founders of The American 
| Fork & Hoe Co., Cleveland, Ohio, 
| died May 5, in a hospital in Bing- 
| hamton, N. Y., following an op- 
eration. 

He was the first clerk in the 
| hardware store of Carter, Abbott 








EDWARD N. ABBOTT 


| & Johnson, Binghamton, now Bab- 
cock, Hinds & Underwood, Inc., 
later becoming a buyer. In 1889 
he became secretary of The L. 
Bolles Hoe & Tool Co., manufac- 
turers of the Bolles hoe. In 1902 
the Bolles factory was consoli- 
dated with other steel goods fac- 
tories, all becoming The Ameri- 
can Fork & Hoe Co. In 1921 the 
Bolles Works were closed and 
Mr. Abbott retired although he 
remained on the board of direc: 
tors of The American Fork & 
Hoe Co. until 1932. 

Mr. Abbott was widely known 
to the wholesale hardware trade 
for many years, especially to the 
St. Louis and Chicago wholesal- 
ers. Mrs. Abbott, three sons and 
two daughters survive. His son 
Robert M. Abbott has been con- 
nected with the advertising de- 
partment of The American Fork 
| & Hoe Co. for ten years. 





FIELDEN AND NICHOLS ARE GROUP CHAIRMEN 
FOR CREDIT CONGRESS 


Paul Norton Co., 


Worcester, Mass., will be chair- 


Fielden, 


man for the hardware manufac- 
turers’ group and G. M. Nichols, 
Salt Lake Hardware Co., Salt 
Lake City, Utah, will be chair- 
man of the hardware wholesalers’ 


group at the fourth credit con- 


“gress of industry to be held in | 


Los Angeles June 14. The credit 
congress of industry is the trade 
group meeting day of the 39th 
annual convention of the Nation- 





al Association of Credit men be- | 


ing held at the Hotel Biltmore, 
Los Angeles, June 11 to 15. 

The trade groups organized for 
the credit congress have sched- 
uled all-day programs built 
around the broad aspects of sales 
and credit administration with 
special emphasis in each program 
upon subjects or problems of par- 
ticular significance to each trade. 
Meetings are open to non-mem- 
bers as well as to members of 
the National Association of Credit 
Men. P. J. Gray, First Nationa! 
Bank Bldg., Chicago, is director 
of the credit congress. 
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MEWA. CONFERENCE WILL 
MEET FROM JUNE 14-16 


Upon invitation of the Motor 
& Equipment Wholesalers Asso- 


ciation, representatives of re- 


gional associations throughout 
the United States and Canada 
will meet at the third annual 


M.E.W.A. Summer Conference of 
Regional Association Represen- 
talives. 
regional groups covering a wide 
range of subjects will be pre- 
sented for discussion by the con- 
ference. The Automotive En- 
gine Rebuilders Association will 
meet in Chicago during the con- 
ference and plans are being made 
for an interchange of ideas be- 
tween the two groups. 

Among the subjects to be con- 
sidered are: provisions in manu- 
facturer product group codes re- 
lating to jobber distribution; 
ways and means by which job- 
bers may be compensated for the 
added cost of doing business; 
distribution of tires and tubes 
under NRA codes and interpre- 
tations; distribution of parts 
based on M.E.W.A. studies and 
study of the relation of volume 
item sales to gross margin, to- 
gether with analysis of types of 
products which do not afford a 
profitable return. 


REPUBLIC STEEL CORP. 
NAMES DISTRIBUTORS 


Appointment of Railey & Mi- 
lam, Inc., 27-39 W. Flagler St., 
Miami, Fla., as distributors of 
Enduro stainless steel and Ton- 
can Iron, has been announced by 
N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corp., Youngstown, Ohio. Mr. 
Clarke has also announced the 
appointment of the Ohio Valley 
Hardware & Roofing Co., Evans- 
ville, Ind., as 
Toncan Iron. 


distributors of 


RETAILERS, JOBBERS 
AND MANUFACTURERS 
DISCUSS RELATIONS 

Representatives of _ retailers, 
wholesalers and manufacturers 
from all parts of metropolitan 
Boston met recently at the Hotel 


Continental, Cambridge, Mass., 
to bring about a better under- 


standing of the relations and 
functions 
Benjamin Rosen, 
The Quality Hardware, Cam- 
bridge, was chairman of the 
meeting and City Councillor Pill 
Was toastmaster. 

Fifty retailers were present 
representing local merchants as- 
sociations in the interests of their 
trades. Mr. Downey, Cambridge 
representative of the NRA, dis- 
cussed cooperation. Mayor Rus- 


of the trade. 
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Recommendations from | | 
Md., sales representative of Na- | 
; 2 - ‘ P — 
tional Enameling & Stamping Co., | 





| and Westchester. 


sell, Cambridge, welcomed the 
meeting. 

Mr. Rosen gave all branches of 
the trade an opportunity to dis- 
cuss questions being considered. 
Further meetings will be held | 
for members of the three branches | 


of the trade. 


HARPER 50 YEARS IN 
HARDWARE BUSINESS | 


| 
George H. Harper, Baltimore, | 


Milwaukee, Wis., celebrated last 
month his fiftieth anniversary in 





GEORGE H. HARPER 


the hardware trade. Mr. Harper 
is a past president and charter 
member of the Old Guard and is 
still very active in that group. 
He has attended practically all 
of the major jobber conventions 
and has served on convention en- 
tertainment committees. 

Mr. Harper started calling on 
hardware wholesalers 45 years 


ago. 


WEISS & BESSERMAN ARE 
MANUFACTURERS’ 
AGENTS 
Weiss & Besserman Co., 381 
Fourth Ave., New York City, has 
recently entered as manufactur- 
ers’ representatives. For the Su- 
per Automatic Oil Heater Co. 
the firm covers Manhattan, Bronx 





The firm cov- 
ers the Metropolitan New York 
territory for: Associated Oil 
Burner Co., Inc.; Blue Glow 
Range Burners; Minerallac Elec- 


of the three branches | &- Chicago and Ralco Mfg. 


Co., Chicago. 

Messrs, Weiss and Bessermen 
were formerly with Monitor Util- 
ities Corp., Long Island City, 
N.Y. 


HERCULES POWDER HAS 
NEW PHILA. OFFICES 
Hercules Powder Co., Ine. 


Wilmington, Del., has opened of- 
fices at 703 Fidelity-Philadelphia 


Bldg., Broad and Walnut Sts., 
Philadelphia, Pa., for the sale of 


its wood rosin, wood turpentine | 


and pine oil. C. H. Boys, former- 


| ly head of the company’s Chicago 


naval stores territory has been 
appointed manager of the Phila- 


| delphia office. 


REMINGTON TO ACQUIRE 
PARKER BROS. BUSINESS 


The Remington Arms Co., Inc., 
Bridgeport, Conn., has announced 
that it will acquire on June 1 the 
business and Parker 
Bros., Meriden, Conn., manufac- 
turers of the Parker Gun, popu- 
larly known as “Old Reliable.” 

The Parker double-barreled 
shotgun has been manufactured 


since 1868. 


assets of 


HARDWARE BOOSTERS 
PLAN FISHING TRIP 


At the May 26 meeting of the 
Hardware Boosters held at the 
Hardware Club, New York City, 
Roy Schmidt, The Stanley Works, 
chairman of the entertainment 
committee was instructed to in- 
vestigate the possibilities of a 
deep-sea fishing trip to be held in 
the middle of July. Various 
salesmen present at the meeting 
gave reports on business condi- 
tions. 

Frederick Pfeifer, Payson Mfg. 
Co., dean of the active members 
of the Boosters was honored with 
two toasts—one in celebration of 
his recent 73rd birthday the other 
to the health of himself and a 
grandchild recenty born. 

Four bridge fans and a table 
of pinochle enthusiasts staged 
might battles following the busi- 
ness meeting. 

President E. R. Sandiford, 
Harpware Ace, presided at the 
meeting. 


OPPOSE LICENSE FOR 
SALES OF APPLIANCES 


Members of 
Supply Dealers 
Manhattan and Bronx Boroughs 
meeting May 22 at the Yorkville 
Chamber of Commerce, 169 E. 
86th St., New York City, went on 
record as being opposed to the 
imposition of a fee of 
$15.00 for the privilege of sell- 
and 


the Hardware & 
Association of 


license 


ing electrical appliances 
supplies other than incandescent 
lamps. A. C. Flamman, 
nan, Flamman & Simpson, New 
York City, law firm, discussed 
problems facing retail 
and said that dealers can solve 


dealers 


them only through cooperation. 

R. J. Atkinson, Brooklyn, N. Y.., 
discussed the importance of at- 
tending local association meet- 
ings. J. W. Blair, president of 
the association, presided. 


Bren- | 


DISCUSSES INDEPENDENT 
STORES AT MEETING 
Albert L. Walters, managing 

director, Allied Independent 

Merchants and Home Owned 

Business of California, told mem- 

bers of the San Francisco Pot 

and Kettle Club meeting May 

1, at the Whitcomb Hotel, of 


| the activities of dealers in Wat- 





sonville, Calif., in a celebration 
brought about by reciprocity be- 
tween independent grocers, hard- 


ware men, gas station owners, 
druggists, etc. 

LeRoy Smith, manager-trea- 
surer, California Retail Hard- 
ware Association, was chairman 


of the day. 


NUTMEGGERS TO HOLD 
OUTING ON JUNE 13 
Charles Whittelsey, executive 

vice-president of the Hartford 

Chamber of Commerce, Hart- 

ford, Conn., addressed the May 

9 meeting of The Nutmeggers 

on the workings of the various 

codes and upon general business 
conditions under the new ad- 
ministration. 

Announcement was made that 
the annual summer party of The 
Nutmeggers will be held June 
13 at the Norwich Inn, Norwich, 
Conn. It will be a joint dealer 
and salesmens’ affair with golf 
in the afternoon, dinner and en- 
tertainment for the evening pro- 


gram. ‘Tickets are $2.50 each. 


AMERICAN SANDPAPER 
OPENS IN WALTHAM 
The American Sandpaper Co.., 
Waltham, Mass., has been formed’ 
for the manufacture of a general 
line of abrasive papers and cloths. 
A selling organization known as 


| Sandpaper, Inc., Waltham, Mass., 


has also been formed and _ will 
sell the entire product of the 
American Sandpaper Co. The 


| officers of both corporations are: 


John F. A.. Davis, president; 
Robert W. Steed, vice-president ; 
Charles L. Swan, treasurer; Sam- 
uel P. Davies, assistant treasurer 
and Gordon W. Daly, secretary. 


| The company’s products will be 
| marketed as the “Clipper” Brand. 


Mr. Davis had previously been 
American Giue Co. as 
its sandpaper divi- 


with the 
manager of 
sion, having joined that company 
in 1929. Mr. Steed is a former 
vice-president of the former Bae- 
der Adamson Co. He was head 
of the sandpaper manufacturing 
of that company and of the Amer- 
Mr. Davies was 
former director of purchases of 
the American Glue Co. and Mr. 
Daly was former assistant sales 
manager of the American Glue 


ican Glue Co. 


| Co. 





Urging greater concentr2tion in 
buying, that more attention may 
be given to selling, Charles J. 
Heale, editor, HArpware ACE, 
New York City, addressed the 
Pittsburgh Retail Hardware As- 
sociation at the Fort Pitt Hotel, 
Pittsburgh, Pa., May 26, 1934. 
He suggested close affiliation with 
one, or not more than two, whole- 
salers, who he said should carry 
the buying burden and who would 
be able to do so if the dealer’s 
account were concentrated, and 
thus worth while. Such an af- 
filiation provided the dealer with 
selling time which is the activity 
in retailing which brings the only 


C. J. Heale Urges More Attention to Selling— 
Pittsburgh Association Reelects President Hegner | 


saler might quickly cause a dealer | Power Co., spoke of the June 


to become the target for special 
offers from other sources of sup- 
ply. Mr. Heale stressed the im- 
portance of choosing a source of 
supply and sticking with it, de- 
spite such tempting special of- 
fers which he likened to the “loss 
leader” practices of chain and 


mail order stores. 


President Frank A. Hegner. 
Sewickley, Pa., presided and sec- 
retary C. W. Scarborough han- 
dled the duties of his office. Past 
N.R.H.A. President Hugh F. Me- 
Knight presided during the elec- 
tion of officers which resulted in 
reelection for all inzumbent of- 


| ame Co., demonstrated his line 


| periods. 


Upon finishing his edu- 


| cation he became a s2lesman in 


sales campaign on electric clocks 
and promised support to the hard- 
ware trade from their respective 
organizations. Nate Fisher, Ses- 


| of Sesame locks, explaining sev- 


eral new numbers. 

There were about 60 members | 
present with guests from several | 
local wholesale houses. 





E. M. KEARINS 20 YEARS 
WITH WILLIAM E. CARNEY 


Edward M. Kearins, store man- 
ager, William E. Carney Co., 
Philmont, N. Y., hardware deal- 


the store. 

Mr. Kearins has had special 
training in window display crea- 
tion and is an efficient oil burner 
and electric refrigerator service 
man as well as a radio technician. 


¥ 
ere: 








profits. Expressing the opinion | ficers. 
that any reputable wholesaler | 
would welcome such concentra- 


tion and give special aid to such 


dealers in meeting competition, G. H. 
the speaker recognized that any | Electrical 
effort to concentrate with a whole- | Csterman, 


In addition to the presi- 
secretary, officers are 
Wesley Moore, vice-president, and 
Theo. Backhoefer, treasurer. 
Nickerson, 
League, and 
Duquesne 


dent and 


company. 


Arthur | 


Light &!' working 


ers, recently celebrated his 
twentieth anniversary with the | 
Mr. Kearins, now only 
Pittsburgh | thirty years of age, started with | 
the Carney company when a boy, 


there during vacation | 





EDWARD M. KEARINS 








Western Super-X .22 
Cartridge Display 

This display piece offered free to dealers 
handling the line is printed in full color 
varnished and measures 2515/16 by 19% 
in. Painted by Martin Reynolds, it shows 
a boy with the tomato can, which has al- 


Super-X 


LONG RANGE 


77: 


yay | 





ways been a popular target for rifle shoot- 
ers. Shows cartons of Western Cartridges. 
Western 


Now available. Cartridge Co., 


E. Alton, Ill. 


“Kwik-Wate” Scales 


This compact bathroom scale _ weigh- 
ing 5 lb. and measuring 9x8 in. stands 


25/16 in. high. Dial graduated to 250 Ib. 


Has legs made of hard rubber and dial 


glass lens. Adjusted by 


protected by 


48 


pushing lever back or forth. Guaranteed 
for one year. Offered in green, black, 
ivory or rose. Packed individually, 12 to 





’ 


master carton. N. Abrams, 1499 Mer- 
chandise Mart, Chicago, Ill., national sales 
agent, scale division, Holley Carburetor 
Co., Detroit, Mich. 


G. E. Double-Duty 
Convenience Outlets 

Providing for grounding appliances these 
G. E. double-duty convenience outlets also 
serve all standard two-wire plugs. G. E.- 
2989 double-duty, triple-pole, twin conven- 
ience outlet is for permanently grounded 
systems without ground terminals and is 
designed for use on _ systems already 


grounded. Ground contact of outlet con- 
nected to supporting strap. G.E. 2988 
double-duty, triple-pole, twin-convenience 


outlet is for ungrounded systems with 
ground terminals to which ground wire may 
be attached. Both double duty outlets are 
for use in two-wire circuits only and have 
combination slots with which either stand- 
ard three-pole plug cap or standard two- 





pole cap may be used in case present rules 
do not require appliance grounding. For 
three-wire circuits G. E.-2990 outlet is used. 
Ground contact attached to _ identified 
ground terminal not only meets present 
conditions in which grounding is neces- 
sary but anticipates future grounding rules. 
General Electric Co., Schenectady, N. Y. 


Mazil Portable Picnic Stove 


This portable picnic stove burns charcoal 
or wood. Weighing ten pounds it measures 
16 by 9 by 14 in. when set up. Folded 
it measures 24 in. by 14 by 1% in. Con- 
venient lock and handle keeps stove closed 
and makes it easy to carry. Stove may be 
unlatched, opened up, grate put in and 
top grill added in less than a minute. May 
be used for almost any type of cooking 


and conveniently holds two medium sized 
frying pans or frying pan and kettle at one 


time. List price, $3.00. The Mazil Mfg. 
Co., 1370 Ontario St., Cleveland, Ohio. 


HARDWARE AGE 




















a 


Fa 
his edu. & 
psman in © 


| special 
lay crea- 
il burner 
r service 
chnician. 





INS 


ent rules 
ng. For 
| is used. 
dentified 

present 
s neces- 
ng rules. 


NM: Y. 


e 
charcoal 
measures 
Folded 
in. Con- 
re closed 
» may be 
in and 
te. May 
cooking 


—— 





What is Your Stock Wort 
—and Why’? 


By MURRAY C. FRENCH 


‘Retail Analyst 


OULD you like to know how 
old your stock really is? 
Of course you would. All 


right. Then measure it by this yard- 
stick: 

To find the average age of any 
stock in months (under ordinary con- 
ditions) divide the figure 12 by the 
yearly rate of turnover. 

Look at the chart. If a stock turns 
twice a year its average age is six 


months; a three time turnover means _ 


a stock which averages four months 
old, ete. 


the store as a whole. It is doubtful 
if the average dealer turns certain 
department stocks more than twice a 
year. This stock then will have an 
average age of six months. 

Our first thought is likely to be, 
“Well, six months isn’t so bad.” But 
wait! When the average age is six 
months, that means only half the 
stock is less than six months old and 
the other half is more than that age. 
Some of it may be four or five years 


old. Which 
worry about. 

The point is this: Every item in 
this older part of the stock has been 
looked at and handled—and refused 
—by dozens of customers who were 
seriously in the market for something 
of that general nature. For some rea- 
son or other they wouldn’t pay the 
price. 

So we cannot deny that the older a 
stock averages the less it is worth. 
Once upon a time we all considered 
hardware as a strictly staple line 


makes something to 





of merchandise. There were few 

















Right at the start I must explain 
that this rule works only as a “long The Relation Between 
time proposition.” During the year ’ ' 
ci aie a ri tiie (A) Turnover, (B) Average Age of Stock, and (C) Value of Stock. 
and some are slow, while the real age oe of Average Age Estimated Value 
of the stock on the shelf probably geod a oe L by srg 
° 7 BOS ccccccsscvce vA mo Ss ess é 0U"/o 
changes very little. Consequently the Se eRERI 12 months 50% to 75% 
“long time” rate of turnover, say for SUED: ck cnccsinisne 6 months 75% to 85% 
a year, must be used to arrive at the 3 times ............ 4 months 85% to 90% 
ee toe i RE ices bio aise'ntn 3 months More than 90% 
ee average age of the stock during that z 
. -_ year. Rule: To find the average age of any stock in months (under ordi- 
ail Mie. " Of course this rule applies to any nary conditions) divide the figure 12 by the yearly rate of turnover. 
Ohio. department in the store as well as to 
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changes. No matter how long an 
item lay on the shelf it was still 
“vood as gold.” Or so we thought! 

But style has gradually entered 
the hardware field. There is a feel- 
ing in every mind, “The newer the 
better.” When a farmer picks as 
staple an item as a hoe from the 
rack he shoves aside the soiled one 
and selects the one that is new and 
shiny—for no reason whatever. Or 
so it would seem! 

Every hardware man had just as 
well make up his mind right now 
that the value of his stock has a very 
definite relation to its age. 

Look at the chart again and see 
how the stock loses value as it grows 
older. My estimates may not be at 
all correct, but you cannot get away 
from the principle involved. Some 
types of merchandise depreciate faster 
than others, so no hard and fast rule 
for depreciation can be laid down. 


The Age of Stock 


But would you, as a hardware ex- 
pert, give 50 cents on the dollar for 
a two year old stock? Foolish ques- 
tion. How about a stock one year 
old? Yes, it should be worth 50 cents, 
possibly more. The facts are that 
you can put a tentative value on a 
hardware stock without even looking 
in the door—if you just know the 
age of the stock. 

We have all been told over and 
over again that we should value our 
own stocks no higher than we would 
he willing to pay if we were buying 
them from someone else, making al- 
lowance of course for the fact that 
stock is worth more in a “going con- 
cern” than in a dead one. While 
this theory may not be entirely cor- 
rect, still it impresses on our minds 
the importance of valuing our stock 
on a “pessimistic” basis. 

The attitude of department store 
executives might be summed up 
thus: “If any article stays on the 
shelf six months we know there is 
something wrong with it. If it stays 
there a year we feel it is so ‘un- 
wanted’ that we value it on our in- 
ventory at exactly nothing.” 

No one will contend that hard- 
ware depreciates that fast. After all 
the real value of a thing is not its 
cost nor yet the marks on its price 
tag. The real value is set by the 
customer when he speaks those magic 
words, “I'll take it.” 


All of this is old stuff. We have 
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all realized that, in a general way, 
the slower the turnover, the older 
the stock; the older the stock, the 
less it is worth. But the chart shown 





here takes the generalities out of that 
statement, replacing them with speci- 
fic figures which you may apply to 
your individual store. 





20 Makers Are Producing 
TVA Electrical Appliances 


cooperating with the Electrical 

Home and Farm Authority in 
the marketing of standard quality, 
low-priced electrical _ appliances. 
Four refrigerators, seven ranges, and 
nine water heaters have been accept- 
ed for financing. The refrigerators 
approved have a maximum price of 
$80, and are of 4-cu. ft. capacity. 
Water heaters, with a maximum price 
of $62.80, and ranges, with a maxi- 
mum price of $77.75, are of stand- 
ard quality and capacity. A portable 
motor and a farm water pump will 
be added soon, according to George 
D. Munger, commercial manager, 
EHFA. The manufacturers whose 
appliances have thus far been ap- 
proved are: 


f ipeeonni manufacturers are now 


Electric Ranges 
A-B Stove Co. (A B) Battle 
Creek, Mich.; Edison General Elec- 
tric Appliance Co. (Hotpoint), New 
York, N. Y.; A. J. Lindemann & Ho- 


verson Co. (L & H), Milwaukee, 
Wis.: Malleable Iron Range Co. 


(Monarch), Beaver Dam, Wis.; Lan- 
ders, Frary & Clark (Universal), New 
Britain, Conn.; Westinghouse Elec. 
& Mfg. Co. (Westinghouse), New 
York, N. Y., and Estate Stove Co. 
(Estate), Hamilton, Ohio. 


Electric Refrigerators 
Frigidaire Corp. (Frigidaire), 
Dayton, Ohio; Kelvinator Corp. (Kel- 
vinator), Detroit, Mich.; Leonard 
Refrigerator Co. (Len-a-dor), De- 
troit, Mich. and Norge Corp. 
(Norge), Detroit, Mich. 


Electric Water Heaters 
Malleable Iron Range Co. (Mon- 


arch), Beaver Dam, Wis.; Westing- 
house Elec. & Mfg. Co. (Westing- 
house), New York, N. Y.; Cleveland 
Heater Co. (Rex), Cleveland, Ohio; 
A. J. Lindemann & Hoverson Co. (L 
& H), Milwaukee, Wis.; Hynes & 
Cox Electric Corp. (Red Crown), 
Albany, N. Y.; McGraw Electric Co. 





ELECTRICITY FOR ALL 


TVA’s patented emblem identi- 
fies appliances having EHFA 
acceptance 


(Clark), Chicago, Ill.; Edison Gen- 
eral Elec. Co. (Hotpoint), New York, 
N. Y.; Philadelphia Elec. & Mfg. 
Co. (Pemco), Philadelphia, Pa., and 
Electrohot Sales Co. (Electrohot), 
Detroit, Mich. 

Arrangements are being completed 
as rapidly as possible for the sale 
and delivery of EHFA approved ap- 
pliances through existing dealer out- 
lets. Similar outlets will be estab- 
lished from time to time, states the 
Tennessee Valley Authority, if it is 
found necessary to do so in order 
to render proper and convenient ser- 
vice to the citizens of the area. It 
is possible, it is also said, that addi- 
tional appliances will be added to 
the approved list within the next few 
months. 

The TVA patented emblem, repro- 
duced herewith, has been designed to 
identify appliances having EHFA 
acceptance, which means: (1) The 
appliance has been accepted by the 
Tennessee Valley Authority for fi- 
nancing by its subsidiary develop- 
ment agency, the Electric Home and 
Farm Authority; (2) It has been 
built to specifications assuring high 
quality at a minimum price, and (3) 
It is for sale in a locality served at 
TVA rates—rates reduced to meet 
the Tennessee Valley Authority’s 
standards of fair service and fair cost. 
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Long-lasting BETHeGUeLOY SHEETS 


win long-lasting Customers 


LasTING satisfaction makes for lasting friendship. 
That’s why Beth-Cu-Loy Sheets hold old friends 
and make lasting new ones for hardware dealers. 
Wherever these sheets are used under exposure to 
the weather or to moisture, they give service—and 
long service. 


Beth-Cu-Loy Sheets are made of copper-bearing 


steel, the metal which the tests of the American 
Society for Testing Materials showed to rank first 
among the whole range of commercial steels and 
irons in rust-resistance. 


But don’t get the impression that, because 


Beth-Cu-Loy Sheets give longer service, their 
cost is high. On the contrary, Beth-Cu-Loy is a 
low-cost sheet. The fact is, while the copper-bear- 
ing steel used in Beth-Cu-Loy Sheets ranks first in 
rust-resistance it was one of the least expensive 
materials included in the A.S.T.M. tests. 


Beth-Cu-Loy Sheets, because of their low cost 
and the low price at which they can be offered, 
yield to the dealer a satisfactory profit. And then, 
to be considered, too, is the extra dividend in the 
form of lasting good-will which they win, with 
their long-lasting, rust-resisting qualities. 


Beth-Cu-Loy can be supplied in blue-an- 








TESTS SHOW COPPER-BEARING STEEL Thischart summa- 


rizes the results of 

RANKS FIRST IN RUST-RESISTANCE  theA.S.T.M. tests 
at Brunot Island, 
near Pittsburgh, 
Pa. These results, 
like those obtained 
at other locations, 
showthat under ex- 
posure to atmos- 
pheric corrosion 
copper-bearing 
steel is superior to 
other commercial 
grades of steel and 
iron. 


nealed or black sheets, and in Corrugated, 
V-Crimped and Roll Roofing as well as flat 
galvanized sheets. Your jobber willsupply your 
sheet requirements in Beth-Cu-Loy promptly. 


BETHLEHEM STEEL COMPANY 
Bo 2 GENERAL OFFICES: BETHLEHEM, PA. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indian- 
apolis, Milwaukee, New York, Philadelphia, Pittsburgh, St. Louis, 
St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Dis- 
tributor: Pacific Coast Steel Corporation, San Francisco, Seattle, 
Los Angeles, Portland, Honolulu. Export Distributor: Bethlehem 
Steel Export Corporation, New York. 
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The National Housing Bill 


Proposed legislation would release billions in credit with gov- 


ernment backing to stimulate building; home construction, 


modernization and repairs. Should encourage volume sales 


on paints, tools, supplies and general hardware. 


by L. W. Moffett 


Washington Representative of Hardware Age 


‘ IGHLY intricate though it is, 
H administration leaders in 

Congress are hopeful that the 
national housing bill can be passed 
early in June and result in sharp 
stimulus to the construction industry 
of the country. While there is a 
strong sentiment that much of the 
optimism as to the success of the 
program has been greatly overdrawn 
and that its importance will continue 
to be over-estimated, the feeling ex- 
ists that the legislation, if enacted, 
will mean considerable in the way of 
new home building, modernization 
and repair of dwellings together with 
refinancing of mortgage. Such a de- 
velopment would obviously stimulate 
hardware sales. 

As pictured by its proponents, the 
legislation introduced May 14 simul- 
taneously with delivery of the Presi- 
dent’s message to Congress on the 
subject, would release several bil- 
lions of dollars in credit, with gov- 
ernment backing. Supporters say it 
will pass before the present session 
of Congress adjourns. Companion 
bills were introduced in the Senate 
by Senator Fletcher of Florida and 
in the House by Representative Stea- 
gall and referred to the banking 
committee of which they are chair- 
men. 

The measure goes far beyond a 
mere plan to stimulate building, to 
promote home construction, moderni- 
zation and repairs. At the request 
of the President it sets up a series 
of mortgage associations under the 
Federal Home Loan Bank Board and 
insures share and certificate holders 
in building and loan associations. 

The legislation sets up a Home 
Credit Insurance Corperation with 
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capital stock amounting to $200,000,- 
000, to be supplied by the United 
States Treasury. The corporation is 
empowered to insure approved finan- 
cial institutions against losses result- 
ing from extensions of credit for re- 
pair, renovation and modernization 
purposes. Thus the government be- 
comes an indirect lender and should 
home owners be unable to meet obli- 
gations the government would be 
called upon to make good to the lend- 
ing financial institutions, a plan simi- 
lar to the farm and home mortgage 
relief program. The Home Credit In- 
surance Corporation will be made up 
of board of directors consisting of not 
less than five nor more than seven 
persons to be selected by the Presi- 
dent from among the present per- 
sonnel of existing administrative 
agencies. Facilities are provided by 
which financial institutions may re- 
discount paper given as security by 
borrowers. 

A second phase of the legislation 
provides a plan of mutual mortgage 
insurance, under governmental di- 
rections, as one of three principal 
means of reopening the mortgage 
market. By insuring mortgages on 
existing homes up to 60 per cent of 
their currently appraised value, sup- 
porters of the legislation say private 
capital again can be induced to in- 
vest more freely in mortgages. By 
offering to insure mortgages on new- 
ly completed homes up to 80 per 
cent of the appraised value, they say 
the legislation will enable new con- 
struction to go forward without occa- 
sion for reviving the second-mortgage 
market. 

Frank C. Walker, executive direc- 
tor of the National Emergency Coun- 


cil, which recommended the legisla- 
tion, has explained that mortgages 
would be insured, however, only 
where the insurance would be bene- 
ficial to the mortgage market. No 
construction of a speculative type 
would be eligible for mortgage in- 
surance, nor would the insurance be 
granted in areas where there is an 
existing surplus of modern homes. 
New construction, therefore, would 
be limited to that which is economi- 
cally justified in each community. 

“In other words,” said Mr. Walker, 
“new construction would for the im- 
mediate future be localized. Then 
as the modernization campaign got 
under way, and the general recovery 
program became farther advanced, 
the justifiable demand for new con- 
construction would spread in an ever- 
widening circle. 

The third phase relates to mort- 
gage associations and provides for 
the authorization of privately owned 
and operated mortgage associations, 
to be incorporated under federal 
charter and under rigid federal su- 
pervision. Dealings would be re- 
stricted to the insured mortgages by 
which it is hoped to attract funds 
from financial centers in which there 
is a surplus of capital for investment 
to areas in which local savings are 
insufficient to meet the requirements 
of home financing and in which the 
local cost of such financing is there- 
fore unduly high. In this manner, 
so proponents of the legislation say, 
the advantages of low-cost, long- 
term financing can be spread to com- 
munities throughout the country. 

The final phase of the program 
concerns insurance of the shares and 
certificates of sound building and 
loan associations, proposed as still 
another means of reopening the mort- 
gage market. These institutions, it 
is contended, have been placed at 
an inequitable disadvantage since the 
insurance of bank deposits was put 
into effect at the beginning of the 
present year. By insuring building 
and loan savings, it is contended, i! 
will be possible to remove this dis- 
advantage and again enable the as- 

(Continued on page 66) 


HARDWARE AGE 





t 


REE 


e GNSS SORTASE TI 


MPS aR 








gisla- 
gages 
only 
bene- 

No 
type 
ye in- 
ice be 
is an 
omes. 
would 
nomi- 
nity. 
alker, 
ie im- 
Then 
n got 
overy 
inced, 
 con- 
ever- 


mort- 
s for 
wned 
tions, 
deral 
il su- 
e re- 
es by 
funds 
there 
tment 
s are 
ments 
h the 
there- 
nner, 
) say, 
long- 
com- 


gram 
s and 

and 

still 
mort- 
ns, it 
ed al 
xe the 
s pul 


f the 


Iding 
ed, il 
; dis 


ie as- 


AGE 


Ea 








What every merchant should know 
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The GREATEST Magazine 





SHOW ON EARTH _- 


HE AMERICAN WEEKLY 
attracts the greatest maga- 
zine audience in the world be- 
cause it is the most interesting 








THEAMERICAN 


magazine in the world. Every 
week more than 5,500,000 fami- 


i. 
lies read its editorial pages. To 
the alert retailer, this spells 





“ profit”— profit in featuring 
the merchandise advertised in 
The American Weekly, because 
this vast audience also reads the 
advertising pages. When more 


"My 
re 
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people read about a product, more 
people want it, and they'll buy 
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it from the retailer who caters to 
their wants. 























The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 
total circulation of more than 5,500,000. 

In each of 134 cities, it reaches one out of every two families 

In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 
... and, in addition, more than 1,900,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 


“The National Magazine with Local Influence’”’ 
Main Office: 959 Eighth Avenue, New York City 
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Arkansas Dealers Elect 
Browne President 


W. E. 


HE Arkansas Retail Hardware 

Association held its annual 

convention at the Hotel Mar- 
ion, Little Rock, Ark., May 22 and 
23. More than 75 dealers were in 
attendance. W. E. Browne, Conway, 
was elected president, and _ Bert 
Lewis, Fayetteville, was elected vice- 
president. In announcing the conven- 
tion, President Hubert Smith, Searcy, 
Ark., said: “For the past two years, 
in deference to the late depression, 
our association has held a one-day 
convention. The depression is over. 
This year we will hold a two-day 
convention.” 

The convention opened at noon 
with a luncheon, at which Rev. J. M. 
Workman was the principal speaker. 
President Smith presided. 

The second session of the conven- 
tion began at 2 o'clock. Following 
the usual opening formalities Presi- 
dent Smith read his message. It in- 
cluded reference to the history of 
hardware and hardware organiza- 
tions. Perhaps the most pertinent 
portion of the message was his fore- 
cast of future prospects, in which he 
said: 

“What are we going to do in the 
future? I want to appear optimistic, 
I am optimistic, and the fact that 
we have shown such a wonderful in- 
crease since one year ago, I am sure, 
is only a barometer of the hardware 
business in general, and I think we 
might expect an improvement for 
some time, as the majority of our 
customers have reached the point 
where they cannot go further without 
tools to work with. But we must not 
get excited and try to make ourselves 
believe that we are seeing the begin- 
ning of a period similar to 1916- 
1920, or 1922-1929. We are not going 
to enjoy any such volume as we did 
during those periods. The inflation 
then was without a firm foundation, 
as was very indelibly impressed on 
the majority of us; the inflation now 
is without a firm foundation, and we 
had better watch our step: 

“Personally, | am for the present 
Administration, and we must con- 
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W. E. BROWNE 


New President 


fess it has done a lot already to bring 
us out of the chaotic state we found 
ourselves in when President Roose- 
velt entered the White House, and I 
think we might expect a continuity 
of his efforts, but we must observe 
that when he quits pegging prices 
there comes a slump, and I think it 
would be well for us to quit buying 
futures and buy only spots, for I am 
firmly convinced we are going to 
have sags in the markets at intervals 
from here on out. The steel market 
might possibly be an exception for 
some time. We should keep our 
stocks as well balanced as possible, 
but buy in small shipments and col- 
lect for same. 

“It is always necessary, or at least 
it has long been the custom, for us 
to do a certain amount of so-called 
credit business, that it seems we can- 
not quit entirely, but we can impress 
upon the customer that we have to 
pay, and shall expect him to do like- 
wise. I have another prediction to 
make in this connection, and that is, 
we are never again, nor should we 
expect, to experience the leniency 
and consideration received during 
the recent depression.” 

Mr. Smith concluded his address 
by welcoming the number of repre- 
sentatives of jobbing concerns who 
were present. 

Secretary L. P. Biggs, Little Rock, 


HUBERT SMITH 
Retiring President 


L. P. BIGGS 


Secretary 


then presented his report and finan- 
cial statement. The remainder of the 
session was devoted to addresses by 
Arkansas men. Dr. C. C. Fichtner, 
Dean of the School of Business Ad- 
ministration, University of Arkansas, 
spoke on “Economics Under the New 
Deal.” “Retail Hardware Advertis- 
ing: Its Facts and Fallacies,” was an 
address by S. M. Brooks, Little Rock 
advertising man, and an address, 
“Acriculture,” was given by E. B. 
Whitaker, of the Extension Service, 
University of Arkansas. 

The third session of the convention 
on Wednesday morning opened with 
singing by the “Southerners Quar- 
tet.” The personnel of the quartet 
was Norman Ferguson, William Co- 


burn, Luther Burton and Walter 
Justice. Ralph W. Carney, sales 


promotion manager, Coleman Lamp 
Co., Wichita, Kan., spoke on “A 
Selling Lesson.” The next speaker 
was Paul J. Stokes of the Research 
Service, N.R.H.A., Indianapolis, Ind.. 
who discussed “The Master Retail 
Code.” 

At the fourth and final session of 
the convention, in addition to the 
election of officers as previously 
mentioned, the following directors 
were selected: J. S. Shaddock, Cam- 
den; John Grummer, Conway; W. R. 
Bumpers. Charleston; M. M. Erwin. 
Heber Springs; Earle Young, Wal- 
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with 


SMOOTH-SURFACED 
ROOFING 






















» » se improved value, longer-wearing roll roofing 


JUNE 7, 1934 


Improvements in quality place Barrett Everlastic Roll Roofing in a position 
to better the sales and performance records it has made—and held—for 
more than 25 years. 

It is surfaced on the weather side with flaky, foliated tale, which gives an 
attractive, lasting silver-gray color to the roof, reflects the sun’s rays and 
preserves the weather-resisting qualities of the saturant, thus adding years 
of life to the roof. The underside of Barrett Everlastic is surfaced in plain 
granular tale, and may also be laid to the weather, if so desired. 

Improve your roofing sales by selling the improved Barrett Everlastic. 
Recover right . . . with Barrett. For complete information, ’phone, wire or 


write our nearest office. 


The Company 
40 Rector Street New York, N. Y. 


2800 So. Sacramento Ave. ¢ Chicago, III. Birmingham ¢ Alabama 


Barrett Smooth-Surfaced and Mineral-Surfaced Roll Roofing (Red, Green, Blue-Black, Spanish Red, Variegated); 

Barrett Giant Self-Spacing Shingles, Broad Shadow Shingles, Single Shingles, Multi Shingles, Octagonal 

Shingles, Hexagonal Shingles, Wedgelock Shingles, Tite-Lap Shingles, Ever-Fast Shingles and Giant Rec- 

tangular Shingles; Barrett Sheathings and Building Papers; Barrett Roof Preservative and Repair Materials; 
Barrett Protective Paints, etc. 
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How toINCREASE 
EXTRACTOR 


and 


DRILL SALES 


Here are three of the finest small tool 
selling helps that any store ever put 
on display—three displays that ac- 
tually sell merchandise—that move 
stock quickly, and in doing so make 
money faster for the store. 


Lille Giant 





“Little Giant” Screw Extractors 
No. 8 Assortment 

This ‘‘Little Giant’? Screw Extractor Dis- 
play allows you to carry a balanced stock of 
Screw Extractors — correct quantities and 
sizes. It is neat, compact, and it puts the 
Extractors out in plain view where every 
customer can easily see the quality and rug- 
gedness of their construction and be remind- 
ed of his need for one or more sizes The 
retail price of each Extractor is plainly 
marked fer quick selection and sale. 





p 


“Little Giant” Screw Extractors 
No. 9 Assortment 


This Set is simply a ‘‘little brother’’ of the 
larger No. 8 set. It contains a smaller 
number of fast-moving Extractors than the 
larger set, yet in every other respect has all 
of its splendid features. Designed primarily 
for smaller stores, where a smaller Ex- 
tractor stock is sufficient. 


POPULAR DRILL af 
mBubbaiss 





Popular Drill Set 


The “‘Greenfield’’ Popular Drill Set Assort- 
ment holds a dozen sets of full-length Job- 


bers’ Drills. Each set contains 7 of the 
most used sizes. A ‘“‘silent salesman’’ of 
real merit, it sells an entire set of drills for 
you instead of one individual drill. 


increase your Screw Extractor and Drill 
sales through the use of these three displays. 
Increased turnover means increased profits. 
Let us tell you how you can do these things. 
Right now—today Send for full details 
and prices. 


See “Creenfield” Tools at the Ceneral 
Exhibits Building 


Century of Progress 1934 










GREENFIELD § TAP AND DIE 
TION 


GREENFIELO, MASSACHUSETTS 


Branches 
New York: 15 Warren St 
Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St., W. 
Canadian Plant: Greentield Tap & Die Corp. of 
Canada, Ltd., Galt, Ontario 











nut Ridge; Jacob Hartz, Stuttgart; 
J. B. Dunlap, Brinkley; J. W. Ham- 
ilton, Piggott, and C. W. Stedman, 
Paragould. 

This session was largely devoted 
to informal talks. Bert Lewis, Fay- 
etteville, and Tracy Rudolph, Arka- 
delphia, spoke on the “Evolution of 
Hardware Retailing in the Past 
Thirty-four Years,” while “The Fu- 


ture Outlook of Hardware Retailing” 


was discussed by W. E. Browne, Con- 
way, W. R. Bumpers, Charleston, and 
J. S. Shaddock, Camden. 

The convention will meet in Little 
Rock again next May, at a date as 
yet undecided. There was no par- 
ticular theme to the 1934 convention, 
but there was a distinct feeling of 
optimism and an acknowledgment 
that this is the period of recovery. 
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This is a photograph of a page taken from the original ledger of the Commercial 


Agency, St. Louis, Mo. 


This organization was most painstaking in keeping 


accurate, legible pen-written records of the financial standing and credit ratings 


of St. Louis business firms. 


On this page is the semi-annual record of the 


Shapleigh Hardware Co. from the time of its establishment in 1843 up to June 24, 

1857. The original, appropriately framed, hangs in the office of A. L. Shapleigh, 

chairman of the board, Shapleigh Hardware Co., which is celebrating its ninety- 
first anniversary this year. 





Mill Supply Convention 


(Continued from page 41) 


tainty about proper determination of 
costs. Mr. Smith stressed in ade- 
quacy of margins allowed by certain 
manufacturers, saying in part: 
“There are several groups of man- 
ufacturers of major lines that for 
many years have failed to extend 
distributors an adequate profit in 
the secondary market, granting them 
a spread of only 20 per cent, in ad- 
dition to which they have made many 
direct sales to consumers masquer- 
ading as legitimate distributors and 
to syndicated consumer purchasing 
agents; the former group having no 
claim entitling them to be classed as 
distributors, except that their com- 
panies operate commissaries; and the 
second group having no claim at all, 
as they operate solely as buyers for 


consuming industries, 


groups. of 





using only an office and stenographic 
help and having no investment what- 
ever in stock carried. 

“Twenty per cent added to your 
cost gives you a profit of 162/3 
per cent on the selling price, and 
when you take from this the freight 
on the line mentioned above to job- 
bers’ destination, anywhere from 5 
per cent to 10 per cent has to come 
off this, leaving less than an aver- 
age of 5 per cent on the sale, and in 
cases of sales to retailers, a loss is 
incurred, and as a very large per- 
centage of consuming purchasers of 
these products are receiving retail or 
dealer prices, it can readily be seen 
that distributors in our trade are 
selling such a manufacturer’s line as 
a gift to the manufacturer, furnish- 


(Continued on page 76) 
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NATIONALLY ADVERTISED 
To help YOUR business 
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i | gee’ NOW, when people are discovering that the old hose 
F is “shot,” Goodyear advertising is busy stirring up hose 
i business for you. 

Si 

f Frequent insertions in leading magazines are reminding all 
; hose users that 

— Goodyear means better hose, because Goodyear is the 
world’s largest rubber manufacturer 

— Goodyear means better wear, because all Goodyear Lawn 
' and Garden Hose is built with finest quality cotton-cord 
carcass* for longer life. 

There is a Goodyear Hose for every pocketbook: Good- 
i year Emerald Cord, the finest hose built; Goodyear 
Supertwist Cord, the new moderate-priced, strong, light 
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Made by the makers of 
Goodyear Tires 




















Goodyear also manufactures a complete 
and world-famous line of Transmission 
Belting, Farm Belting, Suction Hose, Water 


hose easily handled by women and children; Goodyear Hose, Steam Hose, Asbestos and Red 


Wingfoot, Glide and Pathfinder. 
Feature the complete line. Its high quality — plus the 


power of Goodyear advertising — will make sales and _Los Angeles, California. 


friends for you. 


SELL AN EXTRA LENGTH FOR HOME FIRE PROTECTION 





JUNE 7, 1934 


Sheet Packing, Force Cups, etc. Write for 
price list to Goodyear, Akron, Ohio, or 








“DEADLY AS 
DYNAMITE” 


Says one Southern User of 


NEW EVER GREEN 


NSOLICITED letters from 

early users of New Ever 
Green spray in Southern states 
give it high praise as a garden 
insecticide. “Deadly as dyna- 
mite”, writes one. “The most 
effective spray I’ve ever used”, 
“Simpler and easier to apply”, 
“Goes farther”, “More killing 
power”, are other opinions. 

Your customers also will find 
New Ever Green spray a simple 
and easy way to control garden 
insects and ants. Nothing to do 
but buy it, mix it with water and 
spray. Nocomplex instructions. 
No soap “spreader” required. 

New Ever Green is more ef- 
fective because it contains 15% 
more of its active principle, 
pyrethrum, than ever before. It 
is non-poisonous to humans, 
but kills so many kinds of gar- 
den pests that it is the only in- 
secticide most gardeners ever 
need. 

National advertising in mag- 
azines, newspapers, and radio 
plus local concentrated adver- 
tising in primary markets, are 
creating acountry-wide demand 
for New Ever Green. Look for 
Ever Green advertising in: 


Better Homes & Gardens; American 
Home; Country Life; House and Gar- 
den; Home and Field; Sunset Maga- 
zine; Your Garden and Home; Horti- 
culture; Home and Garden Review; 
Garden Digest; Garden Gossip; Gar- 
deners Chronicle; Gardens, Houses 
and People; Home Acres and Coun- 
tryside; Flower Grower; Northwest 
Gardens. 


Write today for full informa- 
tion about New Ever Green, 
prices and a portfolio of adver- 
tising and display material. 


McLaughlin Gormley King Co. 
Minneapolis 
NEW 


EVER GREEN 


SPRAY 
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Selling New Stocks 


(Continued from page 32) 


money on the sale. Five per cent on 
$150.00. Hardly enough to talk 
about. Let me tell you another rea- 
son why price is not an important 
factor in buying a new stock. Sup- 
pose we divide your order into four 
parts. Part one—items on which 
manufacturers have established re- 
sale prices. These prices will not be 
cut. Part two—jobbers’ special 
brands, controlled by each jobber. 
You will find no cut prices here. 
Part three—items where it is impos- 
sible to make a comparison. On 25 
a $3,000.00 order only amounts to 
per cent of the hardware line the 
goods of different manufacturers are 
so different that no price compari- 
sons can be made. For instance, 
could you pick up a horse brush and 
tell its value? Its value depends 
upon the quantity of real bristles in 
the brush. Could you count the 
bristles? Naturally, high-grade horse- 
brushes are sold on faith. Take 
razor strops. Some leather is cut 
from the shoulder, some from the 
belly. Belly leather is not so good. 
But when the strop makers have fixed 
up the two kinds of leather no one, 
except an expert, can tell one from 
the other. Therefore, you must buy 
on faith. I might list many other 
items in this same class. Part four— 
this consists of staple goods such as 
bolts, screws, nails, wire, etc. On 
these goods of course you can com- 
pare prices. But if you bought all 
of the goods in this class at 5 per 
cent cheaper than the market, you 
would only save 5 per cent of 14 of 
$3,000.00, or about $37.50. Besides 
that, my friend, you could not buy 
these staple goods at 5 per cent 
cheaper.” 

“If what I have stated so far is 
true,” I continued, “then too much 
time devoted to the question of price 
in buying a new stock of goods is 
just so much time wasted. Now let 
me tell you the greatest truth of all. 
In buying a new stock the danger to 
you is not in the price you pay, but 
in the assortment you buy. I mean 
by this, the salability of the goods, 
and not only the salability of the as- 
sortment, but the salability of the 
sizes you buy. A salesman who does 
not know his business could sell you 
a line of screws, for instance, that 


you would find from experience was 
only 25 per cent salable, with 75 per 
cent more or less dead stock or slow 
selling sizes. The same thing is true 
all down the line of hardware. Take 
shears for instance. Suppose you 
bought just a box, a half dozen of 
each size of shears. You would prob- 
ably have enough of the very small 
or very large sizes to last you a couple 
of years. Don’t you know, my friend, 
that today in the United States 25 per 
cent of the entire merchandise in- 
ventory, which runs up into millions 
of dollars, is tied up in small and 
large sizes, while the bulk of the busi- 
ness is carried on in the medium 
sizes? This is true of all lines of 
goods. Therefore, what you need, in 
my judgment, is not so much to pick 
the house that will offer you cut 
prices, because cut prices after all 
will be of little value to you, but to 
pick a salesman who knows how 
goods sell in the town where you are 
going, who will sell you a stock so 
made up as to kinds and sizes of 
goods that your stock will move out 
on the basis the goods were bought.” 

Then I would go on to tell the 
prospective customer that in my ex- 
perience in business I had never 
known a concern to fail because they 
paid too much for their goods, but I 
had-known many concerns to fail be- 
cause they bought the wrong kind of 
goods—goods that would not sell. | 
also said the principle I was laying 
down could be proved by a very 
simple investigation. “Suppose, for 
instance, you should go out into ten 
towns and look over twenty stocks 
of hardware. If you could gather 
the facts, you would find there would 
not be a variation of 5 per cent in the 
average cost of these various stocks. 
I mean by this, that the closest buyer 
could not buy his goods 5 per cent 
cheaper than a buyer who did not de- 
vote all of his time to buying as 
cheaply as possible. On the other 
hand, when you investigated the 
value of these stocks on the basis of 
salability, there would be a variation 
in value of 20 to 30 per cent. Every 
business man will admit this fact. 
If this is so, doesn’t it prove that the 
danger in buying is not in price but 
in assortment? There is another 
point. If you should happen to be 
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IT’S NEW... 
IT SELLS FAST! 


Sandy Smooth Household Sandpaper 





eS Se a Oe Be 
20 Sheets , 





Here is a household sandpaper backed by real merchandising ideas 
that have already proven their selling punch. 

The new, colorful display carton containing 12 packages attracts 
customers’ eyes, sells the packages for you. The name itself is 











catchy, easily remembered. 

And, you may have Sandy Smooth cards in reasonable quan- 
tities free with your name imprinted to give customers. Just send 
the coupon below to your jobber. 

Order Sandy Smooth display cartons today. Place them in the 


Made in U. S. A. by 


MINNESOTA MINING & MFG. COMPANY 
SAINT PAUL MINNESOTA 


Including 
BAEDER ADAMSON CO. _ WAUSAU ABRASIVES CO. 





paint department, in the tool department, near your cash register — 
and watch your sales grow. Sotth 








(send to your jobber) 


Please have the 





send me.....- . Sandy Smooth 


The Handiest Man Around the House 


JUNE 7, 1934 


TO MY JOBBER: CEES ee MOTE Ree ee tend PE Cee OEY ne 
Minnescta Wining SNS: CO: PORES o.oo ca ccinsn cw cssccccncesseesviasessdooeseeds 


cards imprinted as follows: oN eiinn de ckdnsdassuasaiwsescesapadas S| ee 








s ; 
LET customers SEE us 


AND you’tt SELL more 


QUALITY CUTLERY! 











KLEANBLADE « 
PARING KNIVES 


a CAAT 
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ee 


NEW DISPLAY 


HELPS SELL 


whole 
Remington 
line 


LACE one of these new Remington 
Paring Knife displays on your 
counter, and you'll put new sales pep 
into your whole line of household cut- 
lery. Paring knives are a natural enter- 
ing wedge. Housewives always need 
them. That’s why we selected them for 
this special display. It gets knives out 
where customers can see the superior 
Remington quality in blade and handle. 
This colorful display also serves as a 
handy container for extra stock, keeps 
it where you can see when it’s time to 
reorder. And that won’t be long once 
this silent salesman goes to work in 
your store. It’s FREE with your initial 
order for paring knives. Just write and 
we'll send complete information plus 
an interesting profit story about the 
Remington quality line of carving sets, 
butcher knives, hunting, pocket and 
sheath knives, shears and scissors. 
Remington Arms Co., Inc., Cutlery 
Division, Bridgeport, Conn. 


Remington, 


*C6.u.5. pal.oFh 








| tional drawing. 


overcharged 5 per cent on some item 
that will sell, you can still get rid 
of that item at a profit. But if you 
happen to buy goods that will not 
sell, you have lost your entire in- 
vestment. 

“Now, in conclusion,” I said to my 
prospective customer, “let me tell 
you that if you buy this opening 
stock from us, and will let us help 
you in making up the assortment, we 
will become partners of yours in 
your enterprise to a certain extent. 
If at the end of one year in business 
you find any goods we have shipped 
you unsalable, you may ship these 
goods back to us, and we will pay 
the freight both ways and credit your 
account in full for the value of the 
goods.” 

I found in the majority of cases 


that the above talk sold the new 
stock. I allayed first the fear, and 


then the suspicion of the merchant. 
The conversation usually wound up 
with: “Where is that salesman that 
I can depend upon to pick out the 
right assortment for my new loca- 
tion?” 

In conclusion, I may add _ that 
while I made this offer in dozens and 
dozens of cases, I never had a single 
lot of goods returned. And let me 


say to the critics of this article, those 
who believe in chiseling on every 
item, that I am writing about funda- 
mental principles. Of course I know 
that if any dealer takes the time and 
trouble to try to buy any kind of 
goods inside the market he can us- 
ually succeed. Sooner or later he 
will find some salesman who will 
give up an extra 5 per cent in some 
shape or form. But I say right here, 
he can’t do it on the entire line, and 
I also say that probably the time of 
this dealer could be better invested 
in selling bis goods than lying awake 
at night trying to figure out how he 
can chisel. And here is another bus- 
iness secret that it has taken me years 
to learn. If the buyer who is always 
trying to chisel an extra 5 per cent is 
permitted to mark the selling prices 
on his own goods, he will invariably 
mark them too low. Such men are 
natural born bears and _ pessimists, 
and it is a curious fact that they not 
only chisel in buying, but will then 
turn around and chisel themselves in 
selling. 

There are a lot of interesting things 
in business that you will have to 
figure out from experience. You will 
not find any of these interesting 
things printed in catalogs. 





Westinghouse Issues Three 
Air Conditioning Circulars 


These attractive circulars describe air 
conditioning apparatus and the advantages 
of installations in offices, restaurants and ap- 
parel shops. Entitled, “Level Off the Curve 
of Office Weather,” “Air Conditioning a 
Tested Recipe for Restaurant Profits” and 
“Air Conditioning Custom Fitted for Stores 
and Shops” include photos of Westing- 
house installations. There are clear, con- 
cise explanations of the unit air condition- 
ing system and complete descriptions of 
each type of equipment. Copies are avail- 
able from Westinghouse Electric & Mfg. 
Co., Advertising Department, E. Pittsburgh. 
Pa. 


S-N Junior Oil Burner 


Electric motor of this burner operates on 
ball bearings and is mounted in vertical 
position. Oil pump will lift oil from sub- 
gravity tanks direct and is of valveless type. 
Mixture of oil and air conducted through 
1%" copper pipe to nozzle as shown in sec- 
Nozzle head inserted in 
fire door directs oil and air downward 
toward firebrick placed on grates of fur- 


nace. Firebricks are placed around two 
sides and back wall for short distance up 
from grates. Ignition transformer attached 
to screws which hold nozzle head support 
plate in place in fire door. Electric igni- 
tion positive as burner starts with rich fuel 
mixture and electric spark is sucked into 
fuel-air spray, as electric wires are entirely 
out of spray. Safety device for controlling 
all burner operation mounted in nozzle 
head support plate casting. Motor pump- 
ing unit comes assembled and attached to 
nozzle head by oil pipe furnished. Adapted 
to burn low grade fuel oils and does not 
use screens or filters. Scott-Newcomb, Iuc., 
1955 Pine St., 


St. Louis, Mo. 
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then f JUST GIVE "EM WHAT 
sin | THEY WANT AND THEY’LL 
ings E COME BACK FOR MORE! 
ao F “YES, WE HAVE KLEANBORE!” is music to a 
will i shooter’s ear when he’s after his favorite ammuni- 
sting tion. You might sell him something else . . . but not 

a second time! 

; He wants what he wants... . and he knows why 
he wants Kleanbore, the non-corrosive ammunition 
made by Remington. For one thing, Kleanbore does 

; away with gun cleaning. Yes sir, positively protects 

H the bore of the rifle from rust, pitting and leading. 

ome Gf There’s something to tell the new-timer, and any 
e up i PLE ; old-timer will back up what you say. 
iched ; “i But you won’t have to say much .. . if your stock 
pport of Kleanbore is complete. Customers will do most 
igni- of the saying “‘S’more of the same, Kleanbore”’. . . 
fuel ' i ; music to any merchant’s ear! Remington Arms Co., 
into | i Inc., Bridgeport, Conn. 
irely 4 e 
ites | Remington, 
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KLEANBO 


AMMUNITION 
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Every type of .22 car- 
tridge customers might 
call for is in the fa- 
mous Kleanbore line. 
\GE § JUNE 7, 1934 61 
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SCREEN 
DOOR | 
CLOSERS ; 


\ 
1 
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; 
TWO SIZES H 
| 
Jor LIGHT i 
ind. HEAVY 2 
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SCREEN DOORS \}] 





FOR SILENCE - COMFORT 
and DEPENDABLE SERVICE 





Display Card for Window or Counter 


SELL SILENCE 
and COMFORT 


There are millions of Screen 
Doors in use—thousands in your 
selling area. Many of these slam 
and bang every time the doors 
are opened. 


Here is a Selling Appeal .. 
Silence and comfort are twin 
virtues and you can prove to 
your clients that ILCO Screen 
Door Closers will provide both 
during the warm Summer 
months. Silence, because the 
door will be checked against 
slamming. Comfort, because 
flies and mosquitos will be 
kept on the outside, where they 
belong. 


The mounted sample, which we 
furnish, enables you to demon- 
strate their operating efficiency. 


The ILCO Senior for heavy 
screen doors, retails from $1.50 
to $2.00—the ILCO Junior for 
light screen doors, retails from 
$0.75 to $1.00. You can sell 
the Senior Model as an all-year- 
round Closer, since it can be 
mounted on the storm door in 
the Fall. 


Send for free merchandising plan. 


INDEPENDENT LOCK COMPANY 
Fitchburg, Massachusetts, U.S. A, 
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locking all contents, a simple press- 
ing on one side releases a lock al- 
lowing instant removal of any or 
_all forms. Any statement, sheet or 
ledger may be taken out and re- 
turned, or another statement or form 
substituted without disturbance of or 
damage to the binder as a whole. 

“Our loose-leaf binders and the 
manner in which we record charges,” 
says Mr. Gleber, “save us much re- 
copying, a great deal of time and 
presents us with facts and informa- 
tion when and as we want it. But our 
bookkeeping system’s best and big- 
| gest feature is the absolute conveni- 
ence it affords us in getting out our 
| bills promptly on the first of the 
'month. There is no delay whatsoever 
|in producing these statements regu- 
\larly. At the end of the month all 
|we have to do is to enter the unpaid 

balance. 

“The upper half of the statement 
_ already contains the customer’s name 
| and address and by using ‘window’ 
envelopes we are saved the time it 
takes to write name and address on 
the statement itself and on the en- 
| velope used for mailing.” 
| The upper half of this statement 
| is perforated so that the customer can 
| detach same and return it with his 
| check. The lower half, the bill proper 
| which the customer retains, provides 
|spaces for him to enter his check 

number, date sent, amount and date 
| of bill. 

The yellow, or carbon copy, is re- 
|moved from the binder along with 
| the completed statement, and is filed 
|in a transfer binder marked “Collec- 
ition.” This binder has 12 sections, 
}each labeled by month, January to 
| December. All January sheets go 
|into the January section and so on. 
| As bills are paid, these carbon copies 
| are pulled from place and transferred 
ito a customer's binder for perman- 
/ent location. 


| 
| “Ages” The Bills 


The first, or January-December 
|transfer binder thus automatically 
| “ages” each bill and forms in itself 
| a good basis for collection follow-ups 
| from time to time. And when these 





| | yellow sheets, in turn, finally rest in 


| the third, or permanent transfer file, 
they afford a compact record in in- 


| Gleber’s Simple Bookkeeping System 


(Continued from page 38) 


dicating just exactly what and when 
was purchased and by whom over a 
period of years. At the same time 
this file is valuable in planning new 
business campaigns and for quickly 
disposing selected items, either new or 
of the “shelf-warming” variety. 


Loose-leaf Ledger 


“Our loose-leaf ledger bookkeep- 
ing system,” concludes Mr. Gleber, 
“is both simple and highly effective. 
It has had much to do with increas- 
ing the volume of our business. The 
system itself is elastic and is basically 
the same as when our total charge 
accounts numbered less than one hun- 
dred. It has proved just as useful in 
handling a city-wide business as it 
proved its worth when our hardware 
endeavor confined itself solely to our 
immediate neighborhood. 

“One office worker, with occasional 
help, handles today all of the busi- 
ness put through the system. 

“Every business man should main- 
tain accurate, efficient records. This 
is particularly true with charge ac- 
counts when it is most necessary that 
whatever record system is used that 
it be of the type easily employed by 
the store and easily understood by 
the customer. It should be accurate 
to avoid possible disputes over state- 
ments with customers. 


Simplest and Best 
for the Business 


“The system which we employ is, 
I believe, the simplest and best for 
our business. We would have been 
swamped if we had continued to use 
our old system. Statement making 
is quick and easy under our present 
plan. Our statements are made, so 
to speak, as we go along, as we enter 
the charges on our books. One en- 
try produces both statement and copy 
for our files. 

“Our monthly statements are in 
the mails ON TIME. The ‘early bird 
catches the worm’ and statements in 
customers’ hands immediately on or 
after the first of the month ‘catches’ 
many checks that might, were our 
statements late, go astray as far as 
WE are concerned. Thus, our book- 
keeping system is a good collector, 
the best collection agent we could em- 
ploy!” 


HARDWARE AGE 


ee 





see ee 











\\\ 


\\| 


JU! 





when 
yver a 
> time 
x new 
nickly 
ew or 


ckeep- 
leber, 
active. 
creas- 

The 
ically 
harge 
> hun- 
ful in 
as it 
dware 
‘Oo our 


sional 
busi- 


main- 
This 
re ac- 
y that 
1 that 
ed by 
rd by 
‘urate 
state- 


»y is, 
st for 
been 
o use 
aking 
‘esent 
le, so 
enter 
ie en- 
copy 


re in 
, bird 
its in 
on or 
tches’ 
> OU! 
ar as 
book- 
ector, 
d em- 


AGE 











pais rate 














PENNVERNON WINDOW GLASS IS TRUE TO THE VIEW 


Soll the window glass that 


CAN DO JUSTICE 
TO SCENES LIKE 
THIS / 


SCENE like this can be ruined by 
being viewed through inferior win- 
dow glass. Or it can be transmitted 
clearly and truly through a quality win- 
dow glass ... like Pennvernon. That’s 
one reason why dealers everywhere have 
found Pennvernon Window Glass such 
an easy, profitable glass to sell. Manu- 
factured by a special process, Penn- 
vernon is so transparent, offers such 
clear vision, is so true to the view, that 
your customers are far better satisfied 
than they would be with ordinary win- 
dow glass. 

Furthermore, Pennvernon is more 
brilliant and reflective of finish on both 
sides of the sheet... and is a better 
investment for your customers because 
it retains its clarity and brilliance for a 
longer period than ordinary window glass. 












































Stock Pennvernon ... the glass that’s 
true to the view. It is available in single 
and double strength, and in thicknesses 
of 3%" and 1", at the warehouses of the 
Pittsburgh Plate Glass Company in all 
principal cities, and through progressive 
glass jobbers and sash and door manu- 
facturers. Write for samples. Pittsburgh 
Plate Glass Company, Grant Building, 
Pittsburgh, Pennsylvania. 









» Pennuernon 
: WINDOW GLASS 


This label on the glass you sell convinces customers 
that they are getting a truly quality window glass 
at no extra cost. 


‘WE 00 OUR PaaT 
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News Flash! 


Last month we predicted that 
the new 4 oz. Rust-I-Cide package 
was going to sweep the country. 
Before the ink was dry on the 
advertisement the prediction be- 
gan to become a fact. More 
than 20 nationally known hard- 
ware and paint jobbers joined the 
Rust-I-Cide ranks. Thousands of 
hardware dealers and automotive 
accessory stores seeing the per- 
fect tie-up with touch-up enamel 
are rapidly depleting the jobbers 
stocks. The new package has 
clicked! 

Customers are delighted with 
the way Rust-I-Cide cuts down 
the work of repainting and cleans 
rust from chromium-plated  sur- 
faces. The housewife likes this 
easy way of cleaning dingy brass, 
copper and silver and is welcom- 
ing Rust-l-Cide for its ability to 
remove stubborn spots from 
toilets, bath-tubs and bowls. 
The eye-compelling counter card 
—one of which is in every one- 
dozen carton of 4 oz. bottles—- 
does its work well. It tells ‘em 
and it sells ‘em. We know of no 
other silent salesman that will do 
@ better job with virtually no 
effort on the part of the dealer. 
Rust-I-Cide means extra profit. 
Are you getting yours? 
Rust-l-Cide is manufactured by 
Rusticide Products Co., Cleve- 
land, Ohio. Your jobber can 


supply you. 





{i j ] 
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RUST-1-CID 
Your Jobber Can 
Supply Rust-I-Cide 
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Shrinking Town or Rural City? 


(Continued from page 30) 


ing the 10 a. m. to 7 p. m. serving 
Many people came back 
several times. The stunt was excel- 
lent for creating good will, and the 
crowd which came also bought mer- 


| chandise. 





| 
| 


Companies will put on the stunt 
only during the late fall and the 
winter, the best selling periods for 
flour. Ask your grocers for the 
names of companies in your state 
and nearby states, and write to them 
about the plan. Don’t try to put on 
one yourself; it’s too hard a job and 
too much equipment is needed. 

However, it should be easy to vary 
the plan and to hold an entirely 
local “pie and coffee” day for about 
the same amount of money; local 
bakeries could work continuously 
through the day on the baking of 
the pies, and a crew handled by some 
experienced cafe worker could care 
for the serving details. 


Storm Lake, Iowa, recently used 
a “Sausage Day” as another varia- 
tion. Even though a packer fur- 
nished the sausage at or near whole- 
sale cost to get the advertising, this 
stunt would be more costly than 
“Pancake Day.” Some towns have 
been able to use some such arrange- 
ment to serve sausage with their 
pancakes, but public appreciation is 
said to be little greater for the com- 
bination than for the pancakes alone. 
Naturally the “barbecue day” is still 
a faithful performer, especially in 
the smaller cities. The outdoor bar- 
becuing of beeves seems almost a 
lost art, but it is possible to have 
the roasting done in bakery ovens 
with great success. 

“Premium events,” in which the 
buyer gets “something extra,” form 
still another type of community 
stunt. 

“Auction money” can be used for 
this purpose through holding a 
“scrip auction” which is an amusing 
event in itself. For a period of two 
weeks or more before the auction the 
participating merchants give out 
locally-printed “auction money” in 


| amounts approximately equal to the 
| amount of the purchase. 


Customers 
accumulate this money, and on the 
T4 e ” . . 

auction day,” held in connection 
with a sales event, they use it in 


bidding on a variety of articles given 
by merchants. 

Only “auction money” can be used 
in this bidding. Customers pool 
their “funds,” and -sometimes an 
article such as an axe will sell for 
$300 to $500 in auction money. Nat- 
urally everyone has a fine time at 
the event. The local auctioneer (or 
some other local person who can 
handle the stunt) will probably do- 
nate his services, and the only cost to 
the merchants, outside of the prizes, 
is the “scrip money.” Northwood, 
Iowa, recenty found the pan success- 
ful enough to hold a series of the 
auctions over several months’ time. 

A very popular event in late April 
or in May, is a “Baby Chick Day.” 
On this day merchants give baby 
chick coupons as bonuses with pur- 
chases. With each $1.00 or $1.50 
purchase, for example, a coupon 
good for one chick is given.’ These 
coupons can then be presented to the 
local hatchery or hatcheries, which 
redeem them (making their own ar- 
rangement with farmers as to the 
time when the chicks are to be called 
for) and later are paid for them by 
the merchants’ association. 

Merchants pay the association on 
the basis of number of tickets used. 
Some of the tickets will not be re- 
deemed, so the percentage cost of 
the event is not quite so high as 
would appear at first thought. The 
plan is especially attractive to farm- 
ers, but makes little appeal to city 
residents. 

A similar plan can be worked out 
with other products, such as canned 
goods or small manufactured arti- 
cles, produced in local plants. This 
would be the case especially in 
smaller cities having only one or two 
plants manufacturing “general-de- 
mand” items. They will probably 
be glad to give a low price on a 
quantity purchase of their product, 
they will get some good advertising 
locally, and the whole stunt has an 
excellent “buy-at-home” angle to it. 

Certain excellent tie-ins with mov- 
ing picture theaters are available. 
For example, a “charity matinee” is 
a publicity-zgetting possibility. Ar- 
range with your theater manager to 
sponsor a matinee (or Saturday 
morning show) to which children 
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ABRASIVES OF “© REAL MERIT 


Made on the same machines - - by the same skilled operators 


with the same care as our industrial products 


NEATPAK BOXES—FEvery month more dealers specify 
“Neatpak” Boxed Flint Paper. Clean, smooth sheets; each 
grit in its own drawer plainly marked and instantly acces- 
sible; bright green boxes that dress up your shelves and 
invite sales—these are the worth-while reasons for this style 
of packing increasing so rapidly in favor. 


HANDY PACKAGES—For your counter there are the 
Handy Packages 20 convenient size sheets assorted grits 
packed one dozen in yellow, red and black cartons—an 
impulse sale item. 


REAMS AND BUNDLES—Of course we have the stand- 


ard reams, packed in strong, wire-bound bundles. 


EMERY CLOTH 


Still the favorite abrasive for metal scouring and 
polishing. Coated with Turkish Emery on strong 
twilled jeans, this old favorite—the oldest abra- 
sive known—comes in the 9 x I] sheets, 24 to 
the paper-wrapped quire and in Handy Packages 
of 6 quarter-size sheets, one dozen packages to 
the bright counter carton. 





wert) 


The Greatest Names in Floor Surfacing 


wt 00 Ove raat 


DURUNDUM - SPEED-GRITS + DURITE ;: GARNET 


BEHR-MANNING Y TROY, N. Y. = 


Manufacturers of Quality Abrasives Since 1872 
SALES REPRESENTATIVES IN THE UNITED STATES FOR NORTON PIKE PRODUCTS 
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STEAM CANNER 


BIG CAPACITY 


Holds 14 quart jars at one time. 
Processes a bushel of peaches in 40 
minutes. 


LOWEST PRICE 


$10 buys this big piece of equip- 





ment. 2114 inches high, 14 inches 
square. Sturdy construction. Air 


insulated doors. 


ALL YEAR USE 


An excellent steam cooker for the 
big family. Saves fuel and time. 





BEST KNOWN 


Sold through hardware stores for 25 





years. Tens-of-thousands in use. 
Owners tell friends. 

This is going to be another good 
canning year. Make CONSERVO 
the center of your canning equip- 
ment display. It’s a showy piece of 
merchandise. A big value. Get 
prices—a stock—from your jobber. 


CONSERVO 


Conserves food, fuel, time 


The Swartzbaugh Mfg. Co. 
TOLEDO, OHIO 
Makers of the famous Everhot cooker 


and the Compakt line of fine electric 
cooking appliances. 
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under 12 years of age will be admit- 
ted free if they bring four large po- 
tatoes or other similar quantity of 
fruit, vegetables, or canned foods. 
All food obtained goes to some local 
organization—perhaps an orphanage 
or some charitable or welfare orzan- 
ization in good standing and with a 
good following. By working with 
officials of this organization it may 
be possible to get the theater at little 
or no cost. It is wise to be at the 
theater throughout the show, and 
handing out all-day suckers or sou- 
venirs following the production will 
do no harm. 


Free Matinees 


A “free matinee” can be handled 
in much the same way. Hire the 
theater for a morning show—get the 
youngsters to come to your store for 
tickets which admit them entirely 
free. (Or it may be possible to ar- 
range for a five-cent morning show 
—with admission at that price only 
if youngsters have previously ob- 
tained tickets at your store.) Such 
matinees are excellent for the first 
or second Saturday in December as 
a means of getting youngsters into 
a store to spot the toys and sporting 
goods they want for Christmas. 

In the spring, a city clean-up mat- 
inee can be run in much the same 
way. Arrange to have youngsters 
admitted to the morning show if 
they bring a sack containing a dozen 
or more old tin cans or bottles. Pile 
the “junk” in a truck; perhaps your 


newspaper will run a picture of the 
collection if you pay a part of the 
cost of the engraving. This matinee 
should be a good tie-up for “clean- 
up” and for gardening equipment. 


Christmas Lighting 
Campaigns 


In many localities local clubs or 
newspapers sponsor “Christmas 
Home Lighting Contests,” but there 
is no reason why hardware stores 
can’t promote them instead. Such 
contests provide fine publicity dur- 
ing the holiday season. Several 
pieces of Christmas lighting equip- 
ment can be offered as prizes for the 
best-lighted homes, which can be di- 
vided into classes if desired. (Elec- 
tric lamp manufacturers can provide 
information on rules, decorating 
suggestions, and other points.) No 
request should be made for signed 
entries unless it will be possible to 
make a personal campaign for them. 
The judging can be done by three 
or five local judges working inde- 
pendently, probably the day after 
Christmas. The awards should be 
announced immediately, so that lo- 
cal residents can drive about to view 
the homes before New Year’s Day. 

Many other “stunts” are avail- 
able. The main requirement is that 
they be novel and that they catch 
the public attention. They require 
work, but they pay dividends in in- 
creased good will and in greater 
store traffic. 





The National Housing Bill 


(Continued from page 52) 


sociations to attract small savings for 
mortgage lending. 


Borrowing Restricted to 
Fixed Ratio 

The national mortgage associations 
in order to do business must provide 
a minimum paid-in capital of $5,- 
000,000 and their borrowings are re- 
stricted to the current value of the 
insured mortgage held, plus cash and 
bonds of the United States. Borrow- 
ings also are restricted to a fixed 
ratio of outstanding capital stock. 
Funds of these mortgage associations 
not invested in first mortgages must 
be kept in cash or invested in gov- 


ernment bonds and cash reserves are 
to be regulated by the Federal Home 
Loan Bank board. 

Under the plan for insurance of 
savings and loan savings, provision 
is made for the creation of a Federal 
Savings and Loan Insurance Cor- 
poration, the management of which 
is vested in a board of trustees con- 
sisting of members of the Federal 
Home Loan Bank board. The cor- 
poration is to have a capital stock 
of $100,000,000 which is to be paid 
for in Home Owners’ Loan Corpora- 
tion bonds, the stock paying as divi- 
dends the same rate as the interest 
rate on the bonds. 
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“| WANTED 
CONVENIENCE, TOO” 


“We have just moved into our own house. It took 
a lot of scrimping and saving but we own every last 
nail in it. 

My garage is an inexpensive one—mostly stock 
material—but I did want a smooth-working set of 
doors. After shopping around I selected a Stanley 
Folding Sliding Hardware Set which has the track 
on the underside of the top of the door casing— 
completely protected from the weather. 

For a person like me who must make a dollar go 
a long way this garage hardware equipment makes 
it possible to have a smooth-working, convenient 
set of doors.” 

Stanley Folding Sliding Garage Hardware (Under 
Soffit Type) No. SX 2613 is one item in the com- 
plete line of Stanley Door Equipment. There are 
attractive and practical installations for every size of 
opening. All types of doors are included: swinging, 
sliding, folding and overhead—for private garages, 
service stations, warehouses, fire stations and any 
commercial or industrial opening. 


@ 
Write for full details. 
THE 
STANLEY WORKS 


New Britain, Conn. 


g 


omen | 





EQUIPMENT 


FOR EVERY TYPE OF DOOR 


STANLEY 


JUNE 7, 1934 














That Take the Sag 
Outof SummerSales! 


Here are three Winners...3 big 
sellers that will push up that sag in summer sales. 
Every one has genuine Coleman quality, made right and 
priced right. Every one fills a real need and every 
one will sell at this season of the year. Look them 
over, order from your jobber; write nearest Coleman 
house today for latest Dealer Prices and Sales Helps. 


Model No. 6F 


COLEMAN 
CAMP 
UTILITY 
STOVE 


Lights Instantly 








A brand new model that has already become a popular seller. 
Supplies the demand for a sturdy, compact, serviceable stove for use 
on picnics, week-end outings, short vacation trips, camping tours, 
and for home use. 

Has the new “Everdur’” Metal Fuel Tank which is the biggest 
safety feature ever put on any camp stove—rust and corrosion-proof. 
Tank may be removed without disturbing utensils 
on cooking surface. Big, protecting windshields. $ 95 
Body finished in maroon-brown baked enamel. 

SS 


U. S. Retail Price 







Model No. 4A 


COLEMAN 


SELF-HEATING 


IRON 


Lights Instantly 


With the Coleman Iron the housewife can iron in cool comfort. 
That’s why it’s a good summer seller. Then, too, it’s easy to sell 
because it gives the housewife just what she wants in an iron... easy 
operation, economy and dependable performance. Cuts ironing 
time one-third; operates for Y¢ an hour. Saves as much time and 
work as a $100 washing machine. Supported by national advertising 
and a fine assortment of retail sales helps. No 

wonder it’s breaking all sales records. You'll + 95 
make lots of sales this summer selling Coleman 

IIE DG iss na ccs cnsesncnhabunbbddcasatuvaiasiadaisnnsacsaasapiasassaeickacsa = 


Model No. 242A 


COLEMAN LANTERN 


Lights Instantly 


Now — better than ever! —this little lantern 
with the big brilliance. Model 242A has new, 
heat-resisting, bulge-type Pyrex glass globe; 
stronger, larger porcelain ventilator top. New 
construction gives longer lighting service per 
filling of fuel. Single mantle type; produces 
up to 150 candlepower of pure, wl.ite, steady 
shining radiance. Just the light for summer 
nights. A sure-fire summer seller that supplies 
many lighting needs for tour- 
ists, fishermen, campers and oa 95 
for general use. 

} 


U. S. Rated Prten............0°° 


(Other larger models priced up to $8.50) 





The Coleman Lamp and Stove Company 
Dept. HA34 Wichita, Kans.; Chicago, Ill.; Philadelphia, Pa.; 
Los Angeles, Calif.; Toronto, Ontario, Canada. (FD-34) 


at $592 
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Going Over 
in a big way 


Goldsmith 


Concealed Stitch 
(Patented) 


No. CSK-N-12 

As the game of Softball gains 
new players daily, so does the 
GoldSmith Concealed Stitch No. 
CSK-N-12 Softball grow in 
popularity. The patented Con- 
cealed Stitch method of sewing 
gives four to five times longer 
wear. 

A mighty fine item to keep in 
stock. A constant demand. A 
quick and easy seller. 
14”, each $2.00 
For those who prefer the regu- 
lation stitch Softball, the Gold- 
Smith GNA offers an outstand- 
ing value. 





GNA-12”, each $1.75 
GNA-14”, each 2.00 


The P. 


Goldsmith 


Sons, Inc. 
Manufacturers of Golf 
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and Sports Equipment 
CINCINNATI, O. 4 
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Grasselli Issues Spraying 


_ and Dusting Schedule 


How and when to spray and dust fruit 


| trees, vegetables, plants and ornamentals is 


given in the Grasselli “Spraying and Dust- 
ing Schedule.” Listed under each type 
of fruit tree, plant, vegetable, etc., are the 
types of insect or disease, parts affected 
and product recommended for spraying. 
Schedule indicates when to spray and what 
to dust with. The back page of the sched- 
ule gives the addresses of Grasselli branch 
offices and warehouses. The Grasselli 
Chemical Co., Inc., 629 Euclid Ave., Cleve- 
land, Ohio. 


| Improved Burner On Highway 
| Signal Torches, Truck Flares 


The “Economy Burner” employed on 


| “Toledo line” highway signal torches and 





truck flares has been improved. In place 
of machined screw collar fastened onto top 
of torch shell, new construction provides 
heavier drawn collar imbedded in torch 
body over a much wider area and forms 
more intimate union with it. New collar 
conforms nicely with general lines of torch 
body producing more compact unit as a 
whole. The maker states that lower posi- 


tion of hood in relation to body of torch 
also results in substantial improvement in 
performance, as well as greatly facilitating 





installation of hood after filling. A second 
improvement is new one piece wick holder 
having features said to eliminate bleeding 
of oil at all times, whether or not torch 
is burning. The maker states that bleed- 
ing and seeping of oil caused by continual 
vibration of constant driving conditions is 
entirely overcome by this improvement. 
Screw collar improvement will be on all 
torches in the “Toledo” line except Cham- 
pion model. New wick holder will be used 
on all models. Prices in effect since the 
spring of 1929 apply to improved models. 
The Toledo Pressed Steel Co., 397 Phillips 
Ave.. Toledo, Ohio. 





Premax Floating Head 
Sprinkler Display 
This attractive display finished in five 


rich oil colors stands 20 inches high and 
is 18 inches wide. Platform holds a 


cut in the rear panel. Display free to 
dealers with order for 12 or more Premax 
Floating Head Sprinklers, and is designed 
also for use as a center piece for lawn 
or garden supply windows. A motorized 
action display is available to larger deal- 





sample of the Premax Sprinkler which is 
tied in with the display itself by running 
a short length of hose through a hole 


ers, details of which are available from 
Premax Sales Division, Chisholm-Ryder 
Co., Inc., Niagara Falls, N. Y. 
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HESE are a few of the ad- 
vantages that make the 
Red Jacket the fastest selling 
Shallow Well Water System 
on the market today. 

- Lowest priced Shallow Well 
Water System. 

Quiet, efficient performance. 
Compact and attractive. 
Economical to operate. 

Gives years of trouble-free 
service. 


: oP 
p SINGLE ae | 6. Precision built with finest ma- 
DESIG: - 
rR terials. ‘ 


. Every water system tested in 


BALE THES ow, | EE 












Vie eh 














Systems up to 1000 gal. per hour 
capacity. Write for our liberal deal- 
ers’ proposition. 


Also complete line of hand, windmill and three-way pumps 


RED JACKET MANUFACTURING CO., Davenport, lowa 


Manufacturers of pumps and water systems for 58 years 


ress 
— Red Jacket complete line 


and low prices. Send for it. 


ans strong» | 8. An ironclad tee. 
. annea ing process me niform in —_ We olen aang tine Shallow ‘ 
Sterling straight poor . ot to use, yet nett Well Water Systems up to 500 gal. Send for Catalog 
Cc 7 eas) or . Ww 
erfe ft an ed bale per hour capacity. Deep Well Water iwhGadlnn WW O92: dew 
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THE MORSE LINE 
Includes 

High Speed and Carbon 

DRILLS, REAMERS 

CUTTERS 

TAPS and DIES 

SCREW PLATES 

ARBORS, CHUCKS 

COUNTERBORES 

MANDRELS 

TAPER PINS 

SOCKETS, SLEEVES 


OOL USERS know it. HARD- 
WARE DEALERS know it. 


Metal cutting tools may look 
much alike at the start, but once 
they are put to work their real 
quality shows itself in length of 
life and lasting cutting ability. 


Experience demonstrates to your 
customer the extra value in Morse 
Tools—and experience will dem- 
onstrate to you the extra profits 
in standardizing on the whole 
Morse Line. There is a difference! 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S. A. 
CHICAGO STORE: 


570 WEST 
RANDOLPH STREET 


NEW YORK STORE: 


92 LAFAYETTE STREET 
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| A Credit Man Looks at Some Financial 
Statements 


(Continued from page 37) 


| what can be done about it. Talk it 
over with your landlord. Enlist the 
aid of your largest creditors. You 
will probably be able to find a way 
out if this is your only difficulty. 
The chances are that there may be 
other items to take into considera- 
tion. 

Second, let’s look into the matter 
of wages and the number of em- 
ployees. That’s a delicate question 
just now when we are all bent on 
giving the largest amount of work 
possible to the greatest number of 
people. But it certainly will avail 
you nothing if you give employment 
and in so doing run your business 
at a loss and eventually fail. 

Third, there are the miscellaneous 
expense items which cut into the 
profit column. For example, in 
looking over a man’s profit and loss 
statement one day, I asked him about 
| the item of telephone expense which 
| seemed out of line to me at an aver- 
age of $70 per month. When I ques- 
tioned him about it, he laughed and 
said, “Oh it’s easier to pick up the 
*phone and order goods than to write 
it out and mail the order in. Be- 
sides, my customers like it and ex- 
pect prompt service.” That’s all very 
| fine, but a little planning will do 
away with many expensive calls: And 
| it can be done because that man has 
already cut his ’phone bill in half 
| without hurting his business. 

When you start watching expenses 
there is a pertinent, lesson you can 
learn and that is from one leak you 
can usually find others. Here’s an- 
other place where your creditors can 
help: Ask for it. They'll be glad to 
go over your figures with you. Often 
| an outsider can see things which 
| you might overlook. 

Fourth, let’s consider the possibil- 
ity of sacrificing some sales in or- 
Many of you 
are making unprofitable deliveries. 
There is one well-known group of 
hardware stores which make no de- 
liveries and yet they operate at a 
profit. Many retailers are too easy 
on credit, and consequently, they have 
not only the loss of charging off bad 
accounts, but also the cost of mak- 
ing the sale in the first place which 
at the time seemed profitable. Some 








der to save expenses. 


retailers set up volume as a fetish 
and in order to increase it, take a 
lot of business at a margin of profit 
which does not pay them, thinking 
that as it is extra business, it can 
be absorbed in the course of a year. 
If you can’t get an order at a profit, 
it’s a good idea to pass it up and 
concentrate your efforts on the sell- 
ing that will show you a good re- 
turn on your time, effort, and money. 

A plan is necessary to carry out 
your desires and intentions. It is 
convenient to call it a budget. Put 
it down on paper and study it. If 
you don’t know how to make one, 
consult your creditors and they will 
be glad to help you. 


Budgets Twofold 
A budget should be twofold; it 


should help you to control your ex- 
penses and to increase your sales. 
The simplest budget is to estimate 
your minimum sales for a period and 
then take out your gross profit, which 
should be about 30 per cent. This 
gross profit must cover all of your 
expenses. See that it does. To in- 
crease your sales, break the year’s 
sales down by months, weeks, and 
days; and then give yourself and 
your sales- people quotas on which 
to work. You'll be surprised at the 
results you'll probably obtain by 
focusing attention on these points. 
Above all, act before it is too late. 


Don’t procrastinate about these 
things. There are plenty of people 


to help you; your fellow retailers, 
and the concerns from whom you 
buy your merchandise. Remember 
this, they have much the same prob- 
lems that you have. 

In conclusion, I want to say a word 
about confidence and optimism as 
opposed to doubt and pessimism. 
The battle is more than half won if 
you are confident and optimistic in 
your acts and in your conversation. 
It spreads to your employees; it has 
a good effect on everyone with whom 
you come in contact. Be confident 
about the hardware business. If you 
aren’t, you should be in some other 


line. Have confidence in the com- 
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You cou Id Save enough 


—it might be worth your while to 


| 

experiment with different quali- | 

ties in rivets, and take a chance. | 
I. 

ut can you ‘make a rivet “‘first- 


ost!” saving that will warrant this? 


e think not. ge \ 
We oe \ 


_ TUBULAR | 
RIVETS — 


| Are Quality Rivets 


| .Dependable-Inexpensive 
The fact that TUBULAR RIVET & STUD COM- 


PANY Rivets are 100°{, usable—and inexpen- 
ive besides—substantiates this belief. 





These Rivets protect the quality of your work- | 


manship ... and are thoroughly dependable. 
We know you will find them satisfactory in 
levery respect. 


TUBULAR RIVET 
| & STUD CO. » 


BOSTON, 
-MASS. 

















The largest factory in the world devoted to the manu- 
facture of Tubular and Clinch Rivets 


JUNE 7, 1934 
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SMILING THROUGH 


The sun really smiles through Lustraglass. Sunlight 
transmitted through it is more desirable because 
it actually contains a substantial volume of the 
shorter and more valuable ultra-violet rays which 
produce Vitamin D .... the “sunshine vitamin.” 
Experiments have confirmed this fact... . a very 
important fact for all people who spend the greater 
part of each day indoors. 

Because of its transmission of these valuable rays 
and also because it is a clearer, whiter, flatter and 
more lustrous glass.... finally, because it costs 
no more than any good window glass, architects 
and builders should specify it for all types of build- 
ings. Don’t just say “window glass.” If you want 
a better glazing job without extra expense just 
say: “Lustraglass.” 

Whether you buy, sell or spegify Lustraglass, you 
will be assured the utmost in service and value. 

Lustraglass Folder 3320 is yours for the asking. 
Write for it. 


USTRAGLASS 


he ultra violet ray Window G/ass 


AMERICAN WINDOW GLASS 
COM PANY FARMERS BANK BUILDING 


PITTSBURGH, PENNA. 
Also makers of Lustrawhite Picture Glass, Plexite Safety 
Glass, >” and 742” Crystal Sheet Glass, Bulb Edge Glass, 
Ground and Chipped Glass. 
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LAWN cece 


New 
. SPRINKLER 








Sells 

for 
$400 
Nothing to 


Equal it at 
the Price 


Sprinkles 
Water in 
a SQUARE 























DD to your Summer profits by 
featuring this new “near na- 
ture rain maker, whose effective 
performance is not ex- 
celled by sprinklers cost- 
ing several times as 
much. 
















HE whirling brass propeller shatters the streamlets 
released by eight directional jets into rain-like spray, 
without mist—and tosses it high over shrubs and 
bushes in a far flung “SQUARE'—saturating corners 
that many sprinklers miss. Waters quickly because it 
delivers more of the water in the hose. 


LANDON P. SMITH, Ine. 


IRVINGTON, N. J., U.S.A, 


024 

The World's 
Best Selling 
Glass Cutter 
New Precision Wheel 
PREGREASED 
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A METAL BRUSH-KEEPER that Helps Sell 
MORE AND BETTER BRUSHES 


Slips on easier than a glove. Keeps new or used brushes 
soft and pliable for weeks...ends bother of thorough 
cleaning each time after use. 

This latest Wooster improvement is designed and built 
ONLY for Wooster Brushes. Must be fitted on at the 


factory for best results —for this reason they cannot 
be sold separately. 


Easy to use — two metal parts — inner sheath 
for wrapping bristles and outer shell to seal them 
air-tight. Will sell more brushes and better brushes 
— WOOSTER BRUSHES — for you. Ask your _ 


jobber or write us. 


THE WOOSTER BRUSH CO., WOOSTER, OHIO 


WOOSTER BRUSHES 
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munity in which you live. Stop and 
think that the problems you face are 
probably no greater than those in 


other towns. I often smile at this 
remark made by many retailers when 
I talk with them about their accounts, 
“Well you see our factories are only 
running part time and there are so 
many people out of work, that my 
sales and collections are off. I'll have 
to have another month before I can 
pay.” 


Every Town Has Troubles 


Maybe the factories are running 
part time; maybe in another town 
the farmers are up against it, but re- 
member this, every town has its trou- 
bles. There are no Utopias, so dig 
in and make money where you are. 
Above all, have confidence in your- 
self to put the thing across; whether 
it’s cutting down expenses or selling 
the brush, sandpaper, and trim color 
that some customer should have to 
go with the quart of paint he came 
in to buy. 

Finally, have confidence in the 
people from whom you buy your 
goods. Carefully choose a few con- 
cerns and work with them. They 
will value your account and work 
with you. After all, you’re the most 
important link in the chain of dis- 
tribution. It is you who must get the 
goods into the public’s hands. Con- 
fidence is a contagious thing, and it 
soon becomes a mutual proposition. 
You will find it is so in dealing with 
the people you sell as well as those 
from whom you buy. 


One Good Turn Deserves 
Another 


A new scheme for handling instal- 
ment sales and the necessary regular 
collections is told in Sales Manage- 
ment. Here is the story: 

“The sales manager of the Western 
Clock Company tells us of a new 
wrinkle in instalment selling as it is 
practiced by one trader on the Gold 
Coast of Africa. At a small trading 
post in an interior village this trader 
removed the winding keys from some 
Western alarm clocks. He gave the 
clocks to the natives upon payment 
of a small initial deposit. Then the 
native would continue payments by 
bringing the clock back to the trader 
to be wound. When the clock was en- 
tirely paid for the native became the 
possessor of the key.” 
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Every Customer Who 
Enters Your Store 
A Potential Buyer Of 





Ball Bearing Casters 


Other items in your stock may be seasonable. Other items 
may appeal only to a few. Other items may be sold only 
once .. . but Acme Ball Bearing Casters sell the year 
‘round and everybody needs them. 

Why are Armes in- constant de- 
mand? Because they roll. 
in any direction, smoothly, quietly. 
They protect floors and floor cover- 
ings. 
‘most everybody uses them. 


Roll Armes on the Counter 
or onthe Palm of Your Hand 


Give an actual demonstration. Show 
they are better. Customers are al- 
ways interested, and, in this way, 
sales are readily made. Stock Acme 
Ball Bearing Casters. Sell them 
and increase profits and sales. 





Tue ScuHatz MANUFACTURING Co. 
POUGHKEEPSIE NEW YORK 


JUNE 7, 1934 









They roll | 


people what these casters do and why | 


Everybody needs them and | 








Stal princes 


ENORMOUS 
Stocks of Steel... 


to keep reserve stocks of 
Empire bolts and nuts... 
ALWAYS READY FOR THE 


HURRY CALL 


@ When you find your stocks of Empire bolts 
and nuts running low, just write, phone or wire 
the nearest R. B. & W. plant. Same-day-ship- 
ping-service on all standard styles and sizes 
assures quick replacement. Huge reserves are 
kept in all three plants for just this purpose. 

Empire quality throughout, of course— 
threads microscopically accurate, finish clean 
and smooth, and tensile strength to meet any 
stress. Packaged for convenient handling and 
prompt identification. 






Syn 
EMPIRE 


ww, 





WE 00 ovr aRT 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N.Y. 
ROCK FALLS, ILL. CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, Chicago, San Fran- 
cisco, Los Angeles, Seattle, Portland, Ore. 
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DAZEY CHURNS 


The Dazey Has Been for Years the Leading Churn 


e ie Ms A> Zoey 
SAAT Passe ye e: 2 pS FEE 





Pree Goa e 


plated. 


Used and endorsed by State A. & 
M. Colleges, Home Economics Dem- 
onstrators, and Scientific Butter- 
makers throughout America. 


Many housewives are now going 
back to making their own butter 
due to the economic situation, and 
the low price of cream. 


Dealers will find it profitable to 
stock and display all sizes. 
Leading Hardware Jobbers every- 


where stock DAZEY Churns. Order 
from your jobber. 


Glass Churns—2, 4, 6 and 8 quart sizes. 
Metal Hand Churns—2, 3, 4, 6 and 10 gallon sizes. 
Electric Churns—2, 4, 6 and 8 quart sizes. 


DAZEY SHARPIT 
The original all purpose sharpener. 
Patented grinding wheels produce correct cutting 
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Rust proof electro 


edges on all types of cutlery. 


DAZEY CHURN & MANUFACTURING CO. 


ST. LOUIS, MO. 














FOR COTTAGES AND CAMPS 


gut every Cottager and Camper 
a Dietz Lantern or two. They 
need the never failing big light of 
Dietz Lanterns for general use on 
Porches, Landings, in Boats and on 
the Trail—also when current goes off, 
bulbs fail, batteries go dead, etc. 
Display Dietz Lanterns NOW. Call 
attention to them as the MOST RE- 
LIABLE Portable Lights to be had. 





R. E. DIETZ COMPANY 


NEW YORK 
MaXers of Lanterns for the World; Founded 1840 
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**Your local 
hardware store 
can supply you”’ 


That is what we are telling the hundreds 
of thousands of home craftsmen in their 
own magazines. For you it is only part 
of the story, for now hardware dealers 
can offer their customers these superb 
drop-forged, accurately machined, finely 
finished quality tool holders (products 
of the makers of ARMSTRONG TOOL 
HOLDERS that are used in over 96% of 
the machine shops and tool rooms) at 
price below the shoddiest, roughest “tool 


ACE holders” of catalog houses 

L th S or syndicate stores. 

atne et ACE TOOL HOLDERS will be sold 
3 Turning Tools, 2 singly and in sets. They will be 
Cutting - Off Tools sold thru Hardware Stores. ACE 
Threading Tool with TOOLS will be demonstrated at the 
“v"’ Cutter, Knurl- ‘‘Home Work Shop,’’ Century of 
ing Tool with Hob- Progress. Chicago 


Cut Knurls, Bor- 


ing Tool (revers- Write for Catalog 


ible), heat treated ARMSTRONG BROS. TOOL co. 


High - Speed Steel 
Bits and Blades 
In fitted Steel Case 


1450 


“The Tool Holder People” 
314 N. Francisco Ave., 
CHICAGO, U. 8S. A. 











Engine Powered 
Devices 


(Continued from page 34) 


The extent of the vast farm mar- 
ket for engine-powered devices in 
various sections of the country is 
shown by the following tabulation: 


NON-ELECTRIFIED FARMS 
Northwest Section 


Michigan, Indiana, Ohio, Pennsyl- 
vania, New Jersey, New York, Vermont, 
Maine, New Hampshire, Massachusetts, 
Rhode Island and Connecticut— 

Total Number of Farms . 1,052,766 
Number Without Electricity 763,153 
Per Cent Without Electricity 72.49% 

Midwest Section 


Colorado, North Dakota, South Da- 
kota, Nebraska, Kansas, Oklahoma, 
Texas, Minnesota, Iowa, Missouri, Ar- 
kansas, Wisconsin, and Illinois— 

Total Number of. Farms 2,510,664 
Number Without Electricity..2,237,440 
Per Cent Without Electricity 89.12% 

Western Section 


Washington, Oregon, California, 
Idaho, Nevada, Montana, Wyoming, 
Utah, Arizona, and New Mexico— 

Total Number of Farms 443,091 
Number Without Electricity 264,917 
Per Cent Without Electricity 59.79% 


Southeast Section 


Louisiana, Kentucky, Tennessee, Mis- 
sissippi, Alabama, West Virginia, 
Maryland, Delaware, Dist. of Colum- 
bia, Virginia, North Carolina, South 
Carolina, Georgia, and Florida— 
Total Number of Farms .. . 2,282,127 
Number Without Electricty . 2,181,828 
Per Cent Without Electricity 86.62% 
United States Totals 

Total Number of Farms in 

U 6,288,648 


Number Without Electricity _ 5,447,338 
Per Cent Without Electricity 86.62% 
Finding 86 per cent of American 
farms have neither power line nor 
light plant electricity, the Briggs & 
Stratton Corp., Milwaukee, Wis., 
made a further investigation, and 
learned that less than 10 per cent of 
the non-electrified farms have been 
sold power washers. The corporation 
produces small gas engines widely 
used on washing machines and other 
units of engine driven equipment. 
Influenced by its findings this cor- 
poration is currently concentrating 
its efforts on developing what they 
term the “Wireless Power” market. 


Two interesting books have been 
published on NRA by the Brookings 
Institution, Washington, D.C. These 
are “Price Control Devices in NRA 
Codes” at 50 cents, and “The ABC 
of NRA” at $1.50 per copy. 
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Every Shooter and Hunter 
Needs Gun and Rifle Cleaners 


Bang! Bang!! Bang!!! More than 1,000,000,000 rim 
fire cartridges—200,000,000 center fire cartridges—800,000,- 
000 shot shells and 80,000,000 clay targets are manufactured 
annually in the United States to meet the demand of shooters 
and hunters. 


This great production of ammunition emphasizes the need 
for reliable CLEANERS for Shot Guns and Rifles. 


UNION HARDWARE 
Shot Gun and Rifle Cleaners 


meet every requirement. They clean thoroughly and safely— 
will not injure the finest gun barrels. Also Loaders, Closers, 
Recappers, Powder and Shot Measures, Loading Sets and 
Loading Blocks, Wad Cutters, Shell Extractors, Revolver 
Cleaners, also Game Calls and Whistles. There’s a good profit 
in the UNION line. 


Your Jobber Will Supply You 


=a 
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Reg. U. S. Pat. Off. — 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 


Established 1854 

















a 
No. 141B Brass Rifle Cleaning Rod 
22-50 Cal. 


Genuine Tomlinson Cleaner 
8-20 and 410 Ga. 


Sete: 














No. 248 Bristle and Brass Wire 
Shot Gun Cleaning Brush 


No. 246B Rifle Cleaning Brush 
25-50 Cal. 














LEPAGE'S CASEIN GLUE 





AGES 


‘[EPAGE 


LEPAGE'S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPASE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER, MASS. 
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THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONNECTICUT 


OUR PLATFORM: 
In our 2nd CENTURY of 


experienced manufacturing; and 
our POLICY places your Jobber 
in position to have you own our 


tools at prices which enable you 


to SELL. 


ASK YOUR JOBBER 











EVEREDY 


Preserving Equipment 





Everedy Jelly Strainer, No, 
350: For straining jellies, cat- 
sup, fruit juices, etc. Fits any 
kettle or crock. Retails for 
only 59c. 






Everedy Wall Capper, No. 95: 
Crowns catsup, fruit juice and other 
bottles of all sizes. Retails for 
only 39c. 


Everedy Cap-master, No. 355: 
Quickly opens Mason Caps, An- 
chor Caps, Screw Caps or Crown 
Caps. Retails for 15c. 





Sold by all good jobbers. Prices 
slightly higher in Far West and 
Canada. Write for circulars today. 


EVEREDY FREDERICK 
Co. Md. 














Mill Supply Convention 


(Continued from page 56) 


ing him warehouse space, insurance, 
sales service and advertising—at the 
distributor's expense. Can such a 
manufacturer group justify any such 
set-up or reasonably expect distrib- 
utors to stock and market their prod- 
ucts? Yet, this is just exactly what 
we have been doing for years past. 

“There are other manufacturers 
lines in exactly this same position, 
some of them allowing us a gross 
profit of only 5 per cent. They are 
handing us this medicine, and mak- 
ing us take it, and we, seemingly, 
like it. 

“Individual protests to this type 
of manufacturer are without avail. 
It is going to be necessary to bolster 
our cause with statistical facts and 
intelligent argument with these man- 
ufacturers in order that we may con- 
vince them in all fairness that we are 
entitled to decent consideration in 
the warehousing and reselling of 
their products. Otherwise, we should 
give them up and place the burden 
of maketing upon them. We think 
they soon would find that the ex- 
pense borne by them—if they intend 
to do a good selling job—would be 
too great to be continued and then 
would gladly seek our help in mar- 
keting their products.” 

Tuesday morning the officers of 
the Joint Merchandising Committee 
made their reports to a general joint 
session. Secretary Alvin Smith of 
the Southern association, chairman 
of the JMC, presided. Treasurer 
William Todd reported on the com- 
mittee’s finances, and Executive Sec- 
retary William E. Cain made a prog- 
ress report, from which we quote the 
following: 

“The JMC survey showed that dis- 
tributors were obtaining approxi- 
mately 35 per cent of the available 
supply business and the direct sell- 
ers were obtaining the other 65 per 
cent. Further research on this prob- 
lem indicated that industrial users 
were buying direct under the wrong 
assumption that the distributor ex- 
tracted an undue and added profit 
and did not save them money. 


“The JMC developed considerable 


| material showing the cost of con- 


sumer plants when they attempted to 
carry their own stocks which were 


| acquired by direct purchasing. It 
‘was definitely established that the 


consumer plant was being penalized 
anywhere from 21 per cent to 47 per 
cent of their inventory value as the 
total overall cost of carrying their 
stocks. This high cost factor was 
due mostly to obsolete products and 
they had no means of disposing of 
these obsolescent products. 

“It has been apparent that much 
of the uneconomic practices prevail- 
ing in the industry were due to the 
fact that both distributors and man- 
ufacturers did not understand each 
other’s method of operation. A 
study of the problem definitely 
showed that the manufacturers hav- 
ing the most distributor relations 
were those who had established very 
definite sales policies. However, a 
further study among distributors dis- 
closed that not all the provisions of 
each manufacturer’s policy were gen- 
erally approved. 

“Due to the fact that the JMC had 
requests from a number of supply 
manufacturers asking for assistance 
in building a sales policy and be- 
cause we had no definite ‘pattern’ 
sales policy to submit, we undertook 
to develop such a ‘model’ policy so 
that we could submit it to the supply 
manufacturers as something that the 
distributor industry had accepted. 

“We sent out a sales policy to 250 
supply distributors, asking that they 
comment upon the sales policy and 
approve the provisions that were sat- 
isfactory and make such additions or 
revisions as they saw fit. Eighty- 
three distributors cooperated and 
from their replies we were able to 
develop a model sales policy that in- 
dicated it would eliminate much of 
the confusion and build better rela- 
tions for both manufacturers and dis- 
tributor. We tagged this sales pol- 
icy ‘The JMC Suggested Model Sales 
Policy’ and submitted it again to all 
known distributors who were mem- 
bers of the Southern and National 
Associations and the JMC. 

“A map definitely showing the lo- 
cation of distributors has been pre- 
pared to go along with the above 
study, and this is ready for the con- 
vention and is on display among the 
JMC exhibits. We have already re- 
ceived orders for over 50 of these 
maps at $2 each, and we will limit 
our distribution of these to 400 

(Continued on page 84) 
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POPULAR SIZE IMPROVED 
HYDRAULIC PUMP OILERS 


—e 










PACKED =a 
IN COLORFUL = 
DISPLAY aie 
CARTON TO 

SPEED-UP 

YOUR SALES 


The Oiler That Pumps Any Oil That 


Flows 


Ball valves—no pump _leathers—positive 
action pumps — one piece handle — double 
seamed bottom—bodies enameled red, green 
and blue—fit receptacle or holder on harvest- 
ing and farm machinery. Used by mechanies, 
farmers, plumbers, garagemen and millwrights, 
ete. Packed 1%4 dozen, %4 


pint capacity oilers to dis- YOUR JOBBER 


play carton. Exceptional CAN SUPPLY YOU 
value—fast sellers—excel- 


lent margin. 


EAGLE MFG. CO., Wellsburg, W. Va. 

















THREE EXCLUSIVE FEATURES 


1 ZENITH Patent Overhead 
° Agitator 


ZENITH Patent Clothes 
Separator 


3 ZENITH All Aluminum Split 
° Wringer 


The Zenith Washer has everything your competitors offer and many 
advantages besides. Never loses a demonstration. 


Good Dealer’s Margin - Low Service Costs - Enthusiastic Users 


ZENITH MACHINE COMPANY 


Makers of quality washers for twenty years. 
General Offices: 
257 So. Ist Ave. East, Duluth, Minnesota 
New York—20 Vesey St. Chicago—1416 Merchandise Mart 
EXPORT SALES DEPARTMENT: 
Room 1130, 201 No. Wells St., Chicago, Illinois, U. S. A. 
Cable Address: ZENIMACO, Chicago 
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by positive control of 

Quality create consumer 

confidence- samples if 
you want ‘em. 








Ask your sobber 





W.W. CROSS ‘CO. INC 
EAST JAFFREY NLH. 
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HOW'S the 
HARDWARE Business 


ADVANCES BECOMING EFFECTIVE 


Asphalt Roof Coatings 


Embossed Steel Box Strap- 
ping Plastic Cement 
Steel Spiders and Fry Furnace Scoops 
Pans Linseed Oil 
Wagons and Velocipedes Steel Snow Shovels 
Filshie Lead Head Nails 


DECLINES BECOMING EFFECTIVE 


Lead Traps and Bends Sheet Lead 
Fire Extinguishers Drop Shot 
Bar Solder Lead Pipe 


Lead Washers Stove Mica 


ADVANCES ANTICIPATED 
Weldless and Pound Family Scales 
Chain Steel Tacks 
Barn and Garage Door Shoe Nails 
Hardware Window Glass 
Hinges and Butts Copper Tacks 
(See report below for full particulars.) 


June 7, 1934 


Fall terms on wire fencing prod- 
ucts have recently been issued, to apply 
on shipments on or after June 1, of 500 
rods or more of field and poultry fence, 
or lawn fabric, on 500 or more posts, 
and on gates, stretchers and tools, when 
included with fence or posts. The mills 
offer: 


4% cash discount on or before July 10 


3% % Aug. 10 
3% “ “ “4 “ Sept. 10 
2%% “ 0 “ Oct. 10 
2% “ “ “0 “ Nov. 10 


or settlements are due, net, on Nov. 30. 
The “steel code” terms of 4% of 1 per 
cent in 10 days, net 30 days, continue to 
apply on nails, barbed wire, annealed or 
galvanized fence wire, staples and bale 
ties, and also govern fence and posts, in 
less than 500 quantities. 


* * * 


Wheel goods manufacturers have 
made another advance on wagons and 
velocipedes. of about 5 per cent, to be 
effective June 20. Sales have been un- 
expectedly good at several large plants, 
and reserves of materials at lower costs 
have been seriously depleted. 

* * * 


Window glass prices, following 
the recent drop, seem to be attracting 
much interest from the trade, who ex- 
pect the low market will be of limited 
duration, and are getting under cover. 
“A” quality at 90 per cent, “B” quality 
at 92 per cent, with concessions for 
quantity purchases, equal the lowest 
price levels at which glass has been 
offered. 

* * * 

On nails and merchant wire 
products, jobbers are not greatly in- 
clined to build up stocks on contracts 
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expiring June 30. Evidently consump- 
tion is running rather light. American 
Metal Market states that stocks laid in 
last December, against a price rise, took 
a longer time to liquidate than was ex- 
pected, and some wholesalers may not 
feel entirely satisfied with that per- 
formance. There remains always the 
possibility of a June rush, if stocks sell 
down, so that jobbers can determine 
how they should assort advance ‘sup- 
plies they might wish to order. It is 
doubtful whether the wire mills as a 
whole are averaging as much as 50 per 
cent operating rate. 
* * * 


Galvanized ware manufacturers 
have taken no action ‘toward changing 
present prices, which have been ex- 
tended to June 15, for shipment not 
later than June 30. The code of this in- 
dustry was signed May 17, and was 
effective June 1. Galvanized ware sales 
have not been very satisfactory in some 
quarters, and manufacturers are of the 
opinion higher prices, just now, would 
tend to reduce sales. 

* 8 # 

Prices on steel spiders and fry 
pans were advanced by a leading maker 
—10 per cent on heavy steel spiders, 5 
per cent on the smaller size fry pans. 
and 10 per cent on the large sizes. 
Previous prices had been in effect since 
last September. 

* * * 

Embossed steel box strapping 
has been raised in price five points 
(about 10 per cent) by Acme Steel 
Company and others. The new resale 
price to buyers of up to 24,000 feet 
is 15 per cent off lists. 


From the drought areas of the 
Mid-West and West an accelerated de- 
mand has naturally come for all garden 
hose, sprinklers, and other accessories. 
Conversely, parts of the East, which had 
heavy spring rains, are complaining of 
light sales and possible carry-over of 
stocks. Lawn mower sales are said by 
some jobbers to have. been seriously 
reduced by the continued Western dry 


spell. 
x & * 


Further drop in pig lead prices 
in May has led to two successive de- 
clines of 25 cents per 100 Ibs. on lead 
washers, sheet lead and lead pipe. Dis- 
counts were lowered at the same time on 
lead traps and bends. A reduction of 
five cents on 25-lb. bags and one cent 
on five-lb. bags of drop shot is also 
announced. There is no change on air 
rifle tube shot. 

* * * 


Some manufacturers of family 
scales have spread preliminary news of 
an advance to go into effect July 1— 
probably about 10 cents per scale on 
popular sellers. For the present, job- 
bers are accepting orders at unchanged 
prices, and sales are reported quite 


active. 
* * * 


Fire extinguishers were reduced 
last month by Pyrene Mfg. Co. Changes 
effective are: Quart brass from $8.40 
to $7.35; fastfome from $10.80 to 9.60, 
and soda and acid from $9.00 to $7.80. 


* %*+ 


Stove mica prices were reduced 
about 10 per cent on May 25, from the 
early January schedule. This move was 
contrary to the expectations of the trade. 
who had been looking for steady or ad- 
vanced prices, upon the approval of the 


pending code. 
* & 


A general advance on steel tacks 
of about one cent per pound, on cob- 
blers’ or shoe nails of about two cents, 
and on copper tacks of three cents 
per pound, is scheduled for practically 
immediate announcement. Definite price 
lists, however, are not yet at hand. 


HARDWARE AGE 





- 


Wa 


mat 
stan 
ute! 


No. 


hot 
etc. 


Fre 














m4pn Sack = 


JU 





the 


den 
ries. 
had 
; of 
| by 
isly 


dry 


ices 


ead 
Dis- 
» on 
1 of 
ent 
ilso 

air 


nily 
3s of 
—_ 

on 
job- 
ged 
lite 


ced 
the 
was 
ide. 
ad- 
the 


cks 
ob- 
nts, 
nts 
ally 


‘ice 


iGE 








CAN 
OPENERS 








Opens any can, 
round, square or oval— 
large or small. Leaves 
smooth, safe edges. 
Strongly and attractively 
finished. Assorted col- 
ored handles. 


No. 4. HOUSEHOLD SIZE 
Wall or Table Style 


Has all the features that have 
made Edlund Can Openers the 
standard of quality in kitchen 
utensils. 


No. 4W. WALL ATTACHED 
No. 4T. TABLE ATTACHED 


Larger and heavier sizes for 
hotels, restaurants, institutions, 
etc. 


From Your Jobber or Direct 


EDLUND COMPANY 


Manufacturers of 
Eggbeaters - Jar Openers - Bottle Openers - Knife Sharpeners 





Burlington, Vermont 





SENSATIONAL NEW FINISH 


rapidly gaining popularity! 
> 


— NOT WAX 
— NOT POLISH 
— NOT LACQUER 


New, easy way 
to refinish 
floors, 
linoleum, 
woodwork 


WRITE FOR FULL DETAILS! 


Jobbers and dealers who have thus far 
missed the opportunity of increased 
sales and profit offered by the sensational 
new finish — MOP-IT-ON, the varnish 
that needs no brush— are urged to write 
for full details of the product, prices, 
sales cooperation and advertising pro- 


gram. Write NOW to 


THE THIBAUT & WALKER Co. 
46th Road, Long Island City, N. Y. 


MOP-IT-ON 



























The Varnish that 
Needs No Brush! 









Shooters Know it 
and Want it 


NOW! 


HOPPE’S 
No. 9 


MAKE sure that all shooters passing and entering 
your store know you sell this famous gun cleaning 
solvent. Display the good-looking carton of Hoppe’s 
No. 9. In the window. On the counter, right where 
they can reach it. A bottle in hand means buying 
: started—leads to larger sales. 
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Display, too, that other good Hoppe seller of so 
many every-day practical uses— 


HOPPE’S Lubricating OIL 


For shooters who want to keep their 
gun actions smooth working and the 
outside surfaces clean and polished. 
Great for oiling fishing reels, too. And 


bicycles, sewing machines, typewriters. —_ 


HOPPE’S 


UBRICATING 


See that your Hoppe stock is complete 
and ready. Your Jobber can “yd 
you promptly. For FREE GUN CLEA! 

ING GUIDES, write’ 


FRANK A. HOPPE, Inc. 


2314-A North 8th St., Philadelphia, Pa. 


NEW YORK: Ed. W. Simon Co., Inc., 302 Broadway 
LOS ANGELES: H. L. Bowlds, Mason Theatre Bidg. 












JUNE 7, 1934 
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REG. U.S. PAT. OFF. 
for every marking purpose 


STAONAL Marking Crayons are 
free from grit and always make a 
clear, indelible, waterproof mark. 

NO. 4 STAONAL is the one 
satisfactory answer to the problem 
of marking Transparent Cellulose 
and Glass. NO. 2 STAONAL is un- 
excelled for marking Parcel Post 
and Express Packages. NO. 29 
STAONAL is a hard-pressed Lum- 
ber Crayon for marking on green, 
wet and dry lumber. All three are 
furnished in Black and Colors. 

Made by the Sole Makers of 
CRAYOLA, the world’s largest-sell- 
ing drawing crayon brand. 


BINNEY & SMITH CO. 


Room 1952 41 EAST 42nd STREET 
NEW YORK 
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A new price list on solders, is- 
sued May 25 by Gardiner Metal Co., 
reduces prices slightly on bar solder 
of the various qualities, but leaves quo- 
tations unchanged on all sizes of acid- 
core and rosin-core wire solder. 

* * * 

Furnace scoops were recently ad- 
vanced about 5 per cent in price, and 
there has been a mark-up of about 
7 per cent on steel snow shovels, or 
“general purpose” shovels. Some buy- 
ing toward fall had been indulged in 
by wholesalers,. and the influence of 
these advances upon the retailers’ costs 
may not be immediate. 


* * * 


Barn and garage door hardware 
prices are due for an advance, forecast 
by leading makers, but not yet definitely 


scheduled. 
ee @ «6 


Hinges and butts are soon ex- 
pected to reflect higher steel and labor 
costs. A mark-up, while not certain, 
is the subject of rather definite trade 
comment. 

*% * *% 

Wood screws and other screw 
products, also stove bolts, are now un- 
der accepted code regulation, and an 
early effect has been to lessen the 
prevalence of “special” prices to -the 
larger buyers. No new price lists have 
been formulated or issued as yet. Re- 
sale prices on cap and set screws have 
been reaffirmed, May 22, by some mak- 
ers, at the same basis as established 


in January. 
* * * 


Plastic cement and asphalt roof 
coatings were advanced again on May 
18 by the Ruberoid Co. and others. 
This change averaged 5 per cent. 


* * * 


Linseed oil advanced 1% cents 
per gallon and turpentine one cent per 
gallon on May 18. Another rise of 
114 cents on linseed oil went into effect 
on May 26. 


* + 


Filshie lead head nails advanced 
on June 1 25 cents per 100 pounds. 
Announcement was made May 15, the 
trade being advised that orders sent in 
during the balance of May would be 
entered at the old basis. The extra for 
galvanized finish over bright is $2.00 
per keg. Filshie lead head fasteners, 
all sizes, from 4 to 15 in., are now 
$16.50 per cwt. f.o.b. Chicago. 


* * * 


An encouraging energy persists 
in wholesale hardware distribution, de- 
spite the temporary slowing in some 
other mercantile lines and in almost 
all sorts of factory activity. It is true 
that retailers and jobbers alike have 
accumulated certain reserves of stock 
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during the liberal buying of the past 
winter and spring. But it is equally 
true that these reserves are moving into 
consumption in well-maintained volume 
and, in general, at very satisfactory 
profit margins. Leading wholesalers 
are reporting May sales of hardware 
better than those of April. In some 
quarters, the item volume has reached 
better levels than since 1931, and the 
average value of each sale is well ahead. 


+ * * 


No conside¥able rise in the price 
levels of leading commodities is ex- 
pected during the next few months. 
Advances are still coming through on 
manufactured lines, due to recent wage 


increases and to rises in steel costs. 


But there are also a number of de- 
clines, and probably more of these must 
be looked for in the hardware field. 


Some goods were marked up_ too 
strongly, to “play safe,” and sales have 
been affected. In other cases, code 
agreements regulating competition are 
being eased or disregarded. There is, 
of course, uncertainty as to the future 
policy of NRA concerning the whole 
matter of price control. It is important, 
however, to remember that NRA wage 
and hour provisions are holding firm, 
and are confidently expected to con- 
tinue, and to be vigorously enforced. 
This inescapable rise in labor costs, 
together with the ever-present possi- 
bility of new inflationary moves by the 
administration, are industry’s surety 
against any general or serious set-back 
in basic price levels. 
* * * 


Labor unrest is assuming menac- 
ing proportions in some sections, and is 
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TAT ANT TRAPS 


The ONLY Ant Product on the Market 
That Controls ALL 
Species of Ants 








Sensational Money-Maker 


TAT Ant Trap is the fastest- 
selling sensation in the hard- 
ware field! Dealers through- 
out the country have 
acclaimed it as the most 
effective control on the mar- 
ket. There are 20,000 different 
species of ants known to 
science and heretofore the 
trouble has been that ordi- 
nary ant controls were able ¥ 
to kill just a few species, % 
% 








>Destroys entire colony 


leaving the vast majority 
completely immune. TAT is 
the ONLY ant control made 
which wipes out all species, 
sweet or grease-eating, right 
down to the hidden nest eggs. With TAT there is no ques- 
tion of the Dealer satisfying every customer 100%. De- 
signed with a special locked-in cover and a non-fluid bait, 
TAT is absolutely safe around children or household pets. 
Attractive lithographed can and striking display carton 
makes ’em sell on sight. Because TAT is invariably sold 
in several units at a time, the Dealer’s margin of profit is 
larger and his turnover quicker. Cash in on TAT this sea- 
son. Write or wire for samples. Get in touch with your job- 
ber or direct with manufacturer. 


Retails at 25¢ 
Dealer’s Price $2.00 per doz. delivered 


SOILICIDE LABORATORIES 
8 Laurel Place 


Upper Montclair New Jersey 
° 





You Need the New 


CHAMPION 
CATALOG 
No. 17 


CHAMPION 
HARDWARE 


CATALOG 
No. 17 





HIS month we publish Catalog 

No. 17—the achievement of more 
than a half century of manufacturing 
builders’ hardware. 

It is filled with the popular articles 
in the Champion line plus many new 
and redesigned items. Hardware re- 
tailers and jobbers everywhere can use 
Catalog No. 17 to keep stock up to date 
and to help make profitable sales. 


Mail us a postcard. Simply say, 


“Send Catalog No. 17.” 
THE 


CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 




















They’re Asking For 
Electric Hedge 
Trimmers 

















There is a growing demand on the part 
of both home and estate owners for an efficient, dependable 
hedge trimmer. . . This is an increasing market which means 
more spring and summer business for jobbers and dealers who 
are ‘‘on their toes’’. . . The Dumore Hedge Trimmer, because 
of its l?@ht weight, fine balance and efficient performance, is 
the preferred tool with which to supply the market... It weighs 
only 3% Ibs., measures 18/2 inches overall, operates on either 
AC or DC current, and lists for only $20.50. The usual dis- 
counts apply. . . Send for a sample and sales literature now. 


DUMORE COMPANY, 59 Sixteenth St., Racine, Wis. 






ect Re 


‘APPLIANCES 


Dumore Tools will be exhibited in booths 7, 8, and 9 in 
Group T, Building No. 3 of the General Exhibits Group. 


JUNE 7, 1934 
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The Bat Solder 


A 
+ Th Right Price \ 
= DEALER PROFITS 


ONE PROBLEM 


Solved! * 


Solder is our problem—and we've licked it! 
We spent time and money on research—de- 
veloped Berry's “Leek-Pruf'' Acid Core Solder 
—eliminated sputter, leakage and fumes. We 
packaged it in the right sizes—wound it on 
the right spools—packed it in the right dis- 
play boxes. Then we added and found we had 
the right answer—as many a wise dealer can 
testify. Ask your jobber. BERRY SOLDER CO.., 
Inc., 19 Rector Street, New York. Industrial and 
Packaged Solder. 








“The Solder that’s 
Merchandised 
for Dealer Profit’’ 


BERRY’S 


POLDE R 


4, 
‘hard acid core 
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undoubtedly affecting the future plans 
and the supply commitments of many 
manufacturing executives. The outlook 
is that labor controversy within the steel 
industry this summer may involve pos- 
sible shortages in some of the important 
tonnage lines in hardware. Dun & 
Bradstreet feel that employment during 
the summer will hold at the current 
level, about 40 per cent higher than a 
year ago, which is the highest since 
1930, despite the gathering clouds of 
labor unrest. 
x * a 

Norge Corporation shipped 26.- 
402 electric household refrigerators in 
April, the largest month in its history. 
Orders on hand at the end of April 
totaled 34,360 units. 

* * * 

Shipments of gas-power family 
washing machines from factories to 
dealers in the first three months of 1934 
were 585 per cent above those for the 
first quarter in 1933. 

na ” * 


Expenditures for miscellaneous 
hardware through the use of PWA loans 
aggregated $661,015 between Oct. 1, 
1933, and April 1, 1934, according to an 
estimate announced by Public Works 
Administrator Ickes, reports the Wash- 
ington Bureau of HAarpWARE AGE. 

* & # 


The Barton Corp., West Bend. 

Wis., maker ef household washers, re- 

ports an increase of 96.5 per cent in 

unit sales for April, as compared to 

April, 1933, reports A. H. Labisky, the 
corporation’s president. 
* & 


The Chain Products Co., Cleve- 
land, Ohio, advised the trade on May 
28 that advances in steel, increased 
labor rates, and in fact almost every 
cost that enters into the production of 
weldless chain have made some price 
increase inevitable in the near future. 
The company states that it is reluctant 
to issue new prices without first giving 
notice of its intention, and that orders 
for weldless chain, for immediate ship- 
ment, and in accordance with the terms 
of the Code of Fair Competition of the 
Chain Manufacturing Industry, will be 
accepted at current prices if mailed on 
or before June 20. Current prices on 
pound chain will also hold on orders 
mailed on or before June 14. 

* 8 # 


The Hammond Paint & Chem- 
ical Co., Inc., manufacturers of “Slug 
Shot,” and other insecticides and 
fungicides, Beacon, N. Y., reports a 
gratifying increase in sales for the first 
five months of this year as compared 
with the corresponding period of 1933. 
G. B. Faloon, general manager, states 
that sales for the first four months of 


B2 


1934 were 32 per cent ahead of last 
year, and that the increase for the first 
half of May was fully 40 per cent. 


* * * 


With the largest force of em- 
ployees in its history working 24 hours 
a day, Maytag Company is producing 
about 2000 washers daily. Production 
of the company’s aluminum washer is 
especially notable, reflecting greater 
farm purchasing power. The ratio of 
multi-motor powered or farm models to 
electric models is becoming constantly 
larger. 

* * * 

Statistics on sales of paint, var- 
nish, and lacquer products, based on 
data reported to the Bureau of the 
Census by 586 companies, show March 
sales this year at $23,193,396, against 
$13,578,568 a year ago. For the first 
three months, 1934 sales have exceeded 
the same relative totals in 1933 by 
about 14 per cent. 

% * * 


A great gain in malleable cast- 
ings orders has been experienced since 
the first of 1934. Total bookings to 
May 1 this year were 150,509 tons, 
nearly three times the relative 1933 total 
of 54,875 tons. April output was at 
about 48 per cent of the best recorded 
capacity since 1919. These figures rep- 
resent the combined showing of 112 
leading manufacturers, reported to the 
U. S. Census Bureau. 

* * * 


Steel ingot production reported 
by the Institute, as of May 21, was at 
an average rate of 54.2 per cent of 
capacity, a decline of 4.2 per cent from 
a week previous. The highest rate re- 
cently registered was approximately 57 
per cent on May 7. 

# * * 


Steel scrap, the most sensitive 
barometer of the steel trade, has un- 
dergone further price declines in vir- 
tually all centers. The Iron Age scrap 
price composite, which has receded 
$2.25 per gross ton from the first quar- 
ter peak, now stands at the lowest level 
of the year to date. 

* & 


Sears, Roebuck & Co. announced 
an increase over 1933 of 30.6 per cent 
in sales for the four weeks ended with 
May 21, and reported that goods are 
moving into the hands of consumers at 
a higher rate than during any similar 
seasonal period since 1931. Sales for 
the four weeks totaled $27,485,073, and 
were 17.8 per cent larger than in the 
corresponding weeks of 1932, but 9.6 
per cent below the total for the like 
period of 1931. For the 16 weeks ended 
with May 21, Sears’ sales have totaled 
35 per cent over the same period of 
1933. The cumulative sales this year, 


to date, are also the largest for any 
similar period since 1931. 
* * * 

Average weekly earnings of 
wage-earners employed in manufactur- 
ing industry in April were 2.5 per cent 
larger than in March, and 35.6 per cent 
larger than in April, 1933, according 
to the regular monthly survey of the 
National Industrial Conference Board, 
as issued on May 29. They were 44.5 
per cent above the low point in March, 
1933, and were higher than in any 
month since October, 1931. 

* * *% 

Statistics of unemployed workers, 
estimated by the National Industrial 
Conference Board, set the total number 
in April at 7,907,000. This figure, said 
the board, represented a decline of 114.- 
000 from the-March total and a reduc- 
tion of 5,296,000, or 40.1 per cent, as 
compared with March, 1933, when un- 
employment was at its highest point. 
Decreases were especially marked in 
manufacturing and mechanical indus- 
tries. The number unemployed in this 
group of industries in April, 1934, was 
2,500,000, a decline of 3,923,000 or 61.1 
per cent from the peak. 

* * * 

April developed the best volume 
of business the steel construction in- 
dustry has enjoyed during the past year 
and a half. Reports to the American 
Institute of Steel Construction, from 84 
per cent of the industry, showed April 
bookings 111 per cent larger than for 
the same month last year, 46 per cent 
better than the average monthly book- 
ings during the last quarter of 1933 
and 33 per cent larger than the average 
during the first quarter of 1934. 

* & # 


There was an increase of 36 per 
cent in the number and of 184% per cent 
in the estimated cost of buildings for 
which permits were issued in April as 
compared with March, according to the 
U. S. Bureau of Labor Statistics. New 
residential buildings increased 34 per 
cent in number and 17 per cent in value. 
New non-residential buildings increased 
26 per cent in numbers and 25 per cent 
in the estimated cost. As compared 
with April, 1933, the month showed an 
increase of 5.1 per cent in the number 
and 35.5 per cent in the cost. 

* * * 

Statistics for the May 19th week 
continued favorable. Electricity out- 
put, for light and power, was 11.2 per 
cent ahead of the same time last year. 
and also slightly above the preceding 
1933 week. Carloadings increased 9403 
cars last week to a total of 611,142, the 
heaviest volume in two months, and the 
third largest this year. It was also 
the best increase for mid-May in ove! 
a decade. 
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~-(GHICAGO)- 
SPRING HINGES 
New‘ Sagless’”’ Spring Pivot-Hinge 





Type 4007 


Exterior Tension Adjustment 


An improved hinge for the gates in modern buildings 
and for replacing obsolete equipment in buildings to be 
made modern. 

The exterior tension adjustment permits regulating the 
spring power, after the gate has been hung, to suit 
different sizes and weights of gates or individual 
preferences. 


Chicago Spring Hinge.Company, 
CHICAGO NEW YORK 
U.S. A. 














HARDWARE 
CLOTH 


MADE FROM 


COPPER 
BEARING 
STEEL 


You can sell Superior 
Brand with the assur- 

















ance that every roll is 
made from Standard 
size wire 


G. F. WRIGHT STEEL & 
WIRE CO. 


Worcester, Mass. 


POULTRY NETTING — WIR 

CLOTH—CHAIN LINK FENCE 

— WIRE 

CLOTHES LINES — WIRE 
LATH 
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of National Demand 


From Maine to the ATLAS ‘‘flat style a lb. box of Sterilized 


Blued Tacks has be e most popular item ever tic. b tains tack 

buying public. Flat convenient — this new packaging idea sells on 
yht and brings quick, pr fitable turnover 

HONEST WEIGHT Carpet Tacks: INVINCIBLE Wire Carpet Tacks 

FAIRCO Cobble Nails now packaged in ''flat style g Ib. boxes with 


ia ig-lend 


Distributed through Harduare Jobbers 


ATLAS TACK CORPORATION 


Fairhaven, Massachusetts 











Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 

Cellophane packages 


Customers 77eed 
this CELLOPHANE 
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ore Gasoline Mantles fF 


For use on all Gasoline 
Pressure Lamps and Lan- 
terns. We offer three types 
of Mantles—No. 333 Heavy 
Weave Rayon Mantle, No. 
161 Cotton Mantle, and 
No. 2 Single Weave Rayon 
Mantle. All three types 
acid-free and sealed in 
moisture-proof cellophane 
envelopes, dozen-size boxes 
and gross-size display car- 
ton. From your jobber or 
write us direct. 











LINDSAY LIGHT CO., CHICAGO, U.S. A. 
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You can make a 
real profit by han- 


dling some of the 
larger and _ better 
grade Rim Locks. 


SKILLMAN 


makes the most complete 
line 

through your 

Jobber. 

Skillman Hdw. Mfg. Co. 


Trenton, N. J. 


Order 
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SALES TIP! 


NOKORODE CORE SOLDER 
Ist: It has Nokorode Paste as the 
ux. 

2nd: Booklet ‘‘How to Solder’’ 
wrapped in each package. 

3rd: Cellophane-wrapped, to keep 
solder bright and clean. Ask your 
jobber. Packed 2 doz. with display 
to each carton. Also in larger sizes. 


THE M. W. DUNTON CO. 


Providence, R. 1., U.S.A. 


NOKORODE 











STEEL BRICK HODS | 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 





No. 162 
Brick x7” deep 
Prices Will Interest 
The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @® 


22”x10” 











Sells Fast-to Every Home 


SUPERIOR SILENT en CLOSERS 
Every slamming door “pros: "* Superior 
Door Checks are made in four = and in four 
price ranges. We manufacture the most complete 
line of air checks. With Superior Door Closers 
you can supply every need in every price range at 
. Write for circular catalog. 

rior Value in Superior Hardware’’ 
PERIOR SPRING HINGE CO. 
W. Lake St., 












Chicago 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Mill Supply Convention 


(Continued from page 76) 


copies at $2 each. We believe that 
these maps will be one of the most 
helpful tools that the manufacturers 
can possibly obtain which will give 
them a very graphic picture of the 
relative importance of various terri- 
tories and the opportunities for de- 
veloping distribution in these terri- 
tories through distributors. 

“The important thing is that the 
above activities were accomplished 
on an expenditude of approximately 
$9,000, including the secretary’s sal- 
ary, the stenographer’s salary, office 
rent, traveling expenses of the ex- 
ecutive committee and production of 
material. 

“We believe that this record of 
progress can well stand for itself 
and will return the industry a very 
fair profit on the amount of money 
expended. Not only will it do that, 
in our opinion, but it has paved the 
way for further cooperation and 
progress by eliminating some of the 
confusing barriers that have too long 
existed.” 

The Group-by-Industry meetings 
were held all day Tuesday, follow- 
ing the brief JMC session. Under 
this plan, manufacturers of related 
goods meet with distributors to dis- 
cuss problems peculiar to such lines 
and endeavor to iron out difficulties 
to mutual satisfaction. As_ these 
group sessions are informal much 
good has been developed through the 
plan. Wednesday morning the man- 
ufacturers and distributors hold ex- 
ecutive sessions and each group re- 
ports to these meetings so that the 


} entire manufacturing and distribut- 


ings may have a fairly complete pic- 
ture of what has taken place, and 
what remedies or ideas have been 
developed. 

Each association held an executive 
session Wednesday morning to pass 
individual resolutions, consider rec- 
ommendations of the other groups; 
finish up its own business and elect 
officers. Then a final joint session 
is held and the convention is over. 

In addition to the resolutions pre- 
viously reported, the National asso- 
ciation decided that at least six re- 
ports per year would be sent all 
members from headquarters as a 
means of keeping them more cur- 


rently informed on conditions and 


organization progress. This body 
also decided to study, through com- 
mittee, a possible reorganization 
plan which would set up local mill 
supply clubs in all major industrial 
supply distribution points and pos- 
sibly have such local clubs join the 
National as units instead of the pres- 
ent plan of individual firm member- 
ships. Judging from the limited dis- 
cussion in the session and afterwards 
this plan seems to have minority 
support. A special committee will 
study the proposal and report later 
to the executive committee and then 
to the membership. 

At the final joint session, George 
Winship told briefly of the coopera- 
tive advertising plan sponsored by 
the Mechanical Power Transmission 
Council. Folders explaining this 
plan were distributed at the close of 
the meeting. 

Officers elected by the three asso- 
ciations are as follows: 

Southern Supply & Machinery 
Distributors Association—President, 
T. L. Lewis, Lewis Supply Co., Mem- 
phis, Tenn. Vice-presidents, Frank 
Archer, Superior - Sterling Supply 
Co., Bluefield, W. Va., and George 
Weeks, Weeks Supply Co., Monroe, 
La. Secretary-treasurer, Alvin M. 
Smith, Smith-Courtney Co., Rich- 
mond, Va. 

National Supply & Machinery Dis- 
tributors Association — President, 
William T. Todd, Jr., Somers, Fitler 
& Todd Co., Pittsburgh, Pa. Vice- 
presidents, John T. Potts, The Gal- 
igher Co., Salt Lake City, Utah, and 
P. Ridings, Syracuse Supply Co., 
Syracuse, N. Y. Secretary-treasurer, 
George A. Fernley, Philadelphia, 
and assistant secretary - treasurer, 
Harry Rinehart, Philadelphia. 

American Supply & Machinery 
Manufacturers Association — Presi- 
dent, J. Harvey Williams, J. H. Wil- 
liams & Co., New York City. Vice- 
president, L. M. Knouse, Stanley 
Electric Tool Co., New Britain, 
Conn., and H. D. North, Ferry Cap 
& Screw Co., Cleveland, Ohio. Treas- 
urer, W. H. Fisher, T. B. Woods Co., 
Chambersburg, Pa., and secretary, 
R. Kennedy Hanson, Pittsburgh, Pa. 
George H. Halpin, Minnesota Min- 
ing & Mfg. Co., St. Paul, Minn., is 


chairman of the executive committee. 
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EVERY GARDENER |, 
isa C f es 
hod is a Customer for 
‘ | 
ation 
oe “Black Leaf 40” protects 
stria vegetables, flowers and 
eg fruit from damaging in- 99 | 
n the sects. Its double killing 
pres- action — by contact and by 
oe. heeding ha ak | No. 9517 for Cans and Bottles 
| die vantage over non-volatile insecticides. Safe, because | | 
rerds it “fumes off” (evaporates), “Black Leaf 40” leaves no harmful H P heal 
sii residues, Every gardener is a prospective customer. New uses ere is a practical, two purpose opener 
Orit) (nationally advertised) are creating customers 
will in new fields and a year ‘round demand. - + » for cans and bottles. Mede of 
later Directions for many uses are given on labels and | cast iron with a long-life steel blade. 
then in FREE booklets we furnish for your customers. ‘ ‘ : : 
Your Profit possibilities in “Black Leaf Bright nickeled finish .. . length, 6 inches. 
ae 40” are increasing. How is your stock? P 
ae Your jobber carries “Black Leaf 40.” ached ene doesn to the bes. 
pera- . 
d by TOBACCO BY-PRODUCTS & CHEMICAL | _ Sethe em yer pee, 
ssion , ConP. 
R mcorporated 
this Frese Loursvitte, ARCADE MFG. CO., FREEPORT, ILL. 
se of Display Material naneeeae 
Ask for the Ad-pak,” our 
FREE display kit. It con- 
asso tains counter displays, 
booklets, spray charts, AR ADE 
deal d d oth ( 
iner\ pacer Py i oe a Gall 
. ing more sales for you. 
dent, Write for it today. HARDWARE 
Viem- 
‘rank Ate wees ie - 
pply 
orge 
nroe, 
a EXTRA PROFITS 
ich- 
i | } Labor Saving for 
is- 
dent : AUGER BIT HARDWARE 
‘itler DEALERS 
. i i” & XN - 
Vice | iti LB CTS 
Gal- 
and 
Co., 
IRON FENCES 
urer, 
phia, , CHAINLINK 
acer. ‘  ebliaaiihieseei ae 
Bores Any Arc Was Stead WIRE FENCES 
. 
=? of a Circle (CHECK up on your supply GATES): ARCHES 
resi- of Stewart Sales liter- ie ee . 
Wil- New Uses | ature on the products listed WINDOW GUARDS 
: herewith—if you haven’t an 
Vice- saree Forstner Auger, Bit, un ya cy write us. You BALCONY 
inley like other bits, is guided y its shou ave copies of the RAILING 
tain cicero isiead, oF tts center | new Stewart catalogs for use 
’ a circle, and can be guided in any in the coming spring season. FOLDING GATES 
Cap direction oe gaarer ae —e or aoe, Being in the hardware busi- : ee ot 
! leaving a true _ Polis ed surface. Ta es ness gives you a splendid 
reas: inne ~y ae We tn Ga be lead on prospects — so be Miscellaneous 
Co. and delicate patterns, veneers, screen work, prepared to make immediate Tron Work 
” scalloping, fancy scroll twist columns, newels, sales. Write for the Stewart cite 
tary ribbon molding and mortising. ' 4 ee ‘ 
J? dealer proposition. 
Pa Send for Catalogue. 
: a ' . 
Min- The PROGRESSIVE MFG CO The STEWART IRON WORKS COMPANY, Ine. 
~ i , : | 213 Stewart Block . . . . Cincinnati, Ohio 
i é TORRINGTON, CONN. | Merman a 
ittee. 
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Contains genuine 





Rubyfluid flux 
Will work where 
other pastes fail 
No objectionable 
fumes No cor 
rosion Insures 
cleaner tighter 
more lasting 
joints 


Send for Free Sample 


THE RUBY CHEMICAL CoO. 
58 McDowell St., Columbus, Ohio 











STEELGRIP 


Flexible Beit 
cing 





In Boxes 


Handy 
Packages 






This is the lacing to sell, to 
recommend for any job, to build 
business Every desirable fea 
ture: Treated Steel (20% Stronger), 2-piece 


Hinged Rocker Pins, § sizes. Write for Cetaloa 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 

304 N. Shaldon St. CHICAGO, U. S. A. 


ROCHESTER 
SASH BALANCES 
FOR YOUR PROTECTION 


Are Not Sold 
To 
Mail Order Houses 


a) When ordering Sash Bal- 
?/ ances from your Jobber 
specify them by name. 


Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 


SNELL 


Improved Ship, Public Utility, 
Expansion, and Solid Centre 
Bits. Send for catalogue, or 
see our advertisement, the 
Catalogue and Directory of 
Hardware Age. 
SNELL MFG. CO. 


ire 


NOW the National Sales 
Leader of boxed range 
burner wicks. 
An All Year Item that 
makes Any burner a 
Good Burner . . . and 
the Best Burner Better! 




















Betablished 
1790 



















NEWTON MFG. CO. 


Patents Pending Asbestos and Metal Specialties 
No. 674015 27 Haymarket Sq., Boston, Mass. 
Jobbers and Distributors please write for N.R.A. 
Price List giving deseriptive matter and discounts. 


FOR 80 YEARS 
A DEPENDABLE - 
SOURCE OF SUPPLY 


BOLTS: NUTS -SCREWS-RIVETS 
Write for Catalog, 


LARK BrosRour 


BEMISS STREET, MILLDALE, CONN. 
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The next issue of the Catalog 
and Directory Number of Hard- 
ware Age will be published Sept. 
27, 1934. It is a condensed cata- 
log of manufacturers of hard- 
ware and kindred merchandise 
in one handy volume for ready 
reference. 


Information regarding sources of supply as provided readers 
of Rardware Age by the Who Makes It? Editor is here pre- 
sented as an ald to others in the trade who may be seeking the 


same articles. 


The inquiries reprodaced have been selected be- 


cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 


28, 1933. 


When writing to the firms mentioned, state that you 


suw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


Livincston, TENN.: Who makes the 
Royal wheelbarrow seed sower?—Ar- 
nold Hardware Co., Inc. 

ANSWER: O. E. Thompson & Sons, 
Ypsilanti, Mich. 

* * * 

Detta, Coto.: Where can repairs for 

Rayo kerosene lamps be obtained?— 


| C. B. Moore. 


ANSWER: Bradley & Hubbard Mfg. 
Co., Meriden, Conn. 


* %*+ 


Weinman, Micu.: Furnish names 


| and addresses of wholesale distributors 
| of Philco radio sets in our territory.— 





Scott & Son. 

ANSWER: Philco Detroit Co., 1951 
E. Ferry St., Detroit,’Mich., and Gen- 
eral Distributing Co., 1914 N. Michi- 
gan Ave., Saginaw, Mich. 





Somerset, Mass.: Who makes Parrot 
Bill pruners?—Williamson Bros. 

ANSWER: Wm. Schollhorn Co., New 
Haven, Conn. 

& & # 

New York City: We have an inquiry 
from Albania for the American manu- 
facturer of Conrad razors and blades. 
Can you give us this information?— 
American Manufacturers Export Assn. 

ANSWER: Conrad Razor Blade Co., 
Inc., 47-11 Thirty-sixth St., Long Island 
City, N. Y. 

(See p. 478, Sept. 28, 1933, H. A. 
Directory Number.) 

* * * 

FranKuin, N. H.: Who makes front 
door observation grilles measuring ap- 
proximately 10 x 12 in.?—Clarence P. 
Stevens Co. 


ANSWER: Bradley & Hubbard Mfg. 
Co., Meriden, Conrn.; Tuttle & Bailey, 
Inc., New Britain, Conn.; Fred J. 
Meyers Mfg. Co., Hamilton, Ohio; Brey 
& Krause Mfg. Co., Allentown, Pa., and 
Wickwire Spencer Steel Co., 43 E. 
Forty-third St., New York City. 

*% * * 

Newark, N. J.—Provide names and 
addresses of several manufacturers of 
bar hinges for toilet seats-—Phoenix 
Hardware Co. 

ANSWER: Grand Haven Brass Foun- 
dry, Grand Haven, Mich.; Chas. A. 
Miller Co., Sturgis, Mich.; Brey & 
Krause Mfg. Co., Allentown, Pa., and 
Scovill Mfg. Co., Waterville, Conn. 

* * * 
. Penper, Nes.: Furnish names of New 
York City firms that sell a complete 
line of school supplies —Wachter Hard- 
man Co. 

ANSWER: Milton Bradley Co., 120 
E. Sixteenth St.; Irwin School Supply 
Co., 11 Hudson St., and Jacobus School 
Products Co., 521 Fifth Ave. 

* * * 

Troy, N. Y.: Who makes the Worth 
line of tools?—J. M. Warren & Co. 

ANSWER: Peck, Stow & Wilcox Co.. 
Southington, Conn. 

* * * 

RHINELANDER, Wis.: Where can we 
obtain a lock for a showcase having a 
sliding wood frame door?—Schooley- 
Forbes Hardware Co. 

ANSWER: Corbin Cabinet Lock Co., 
New Britain, Conn.; Eagle Lock Co.. 
Terryville, Conn.; Francis Keil & Son, 
401 E. 163rd St., New York City, and 
Knape & Vogt Mfg. Co., Grand Rapids, 
Mich. 
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LOOK FOR THE “GB” LABEL--YOUR PROTECTION AGAINST SUBSTITUTION For Hardware and Supply Trades 
e 


We manufacture SHEETS of recognized reputation and 
value. For roofing, siding, gutters, spouting, air con- 
(4168 Mesh ditioning systems and general sheet metal work, use 


Laie Mesh Keystone Copper Steel Sheets 


REFERENCE= Continued preference with experienced buyers everywhere, and the increasing samber for lasting service and maximum Sheets, Heavy-Coated Galvanized 
= of new customers, testify to the soundness of our adherence to the standards of QUALITY resistance to corrosion. Insist upon Sheets, Formed Roofing and Siding 














































[fg. and SERVICE which have established the name of “G & B” as a guaranty of dependability — ee Black Sheets, Keystone Products, Terne Plates, and USS 
ley, The Gilbert & Bennett Mfg. Co. i ong lr a 
: Rs WIRE CLOTH, NETTING and FENCING AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
3 Galvanized Steel Wire Cloth | ie all Meshes and Lauges 
"re Rew Veh ow ocnaoee oe a SUBSIDIARY OF UNITED Us STATES STEEL CORPORATK 
and 
_ of 
nix 
sie, P | Hack Saw Blades 
A. \ ea Mes 
8 : | | OO) G@a:) ay mee \ 
and WHOLESALE 
HARDWARE SELL BEST 
ioe HOUSES mitt BES 
ete 
ard- Every One Selling 
Through Hardware 
120 Channels Needs 
yply a Copy 
1001 
— 
Indispensable for iin 8 
orth l Calling on Hardware Jobbers y gfte You sell the first. ones on the “Moly” name 


and appearance, then your customers tell 


Co.. 2 Your Credit Department 
3B Direct Mail Work 


others and come back for. more. 























we “Moly” hack saw blades are sensational in 
a | . : 
ga . Sal ncreasing every day. 
Se Ut Lists: PRICE every way. Sales are incre fe] y day 
) Shelf Hardware pin 10 
ea ardware jo s _* Fi 

ae Mill’ Supplies Jobbers ° gfe! molybdenum 
Co.. a a Se A COPY saw blades are die- stamped: 
Son Manufacturers’ Agents Remittance w 
and edeoes pan Ny FO a GENUINE “MOLY” BLADES ARE MADE ONLY 
ids, 
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Whats New 


for Retail 


Hardware Stores 


“Sandy Smooth” Household 
Sandpaper In 10c Packages 


Before creating this new package the 
manufacturer conceived the character 
“Sandy Smooth” for its shortness and to 
have the consumer associate the name with 
the work and the product. Colorful blue 
and yellow display carton illustrates some 
of uses of the product in the home. Pack- 
age label has same colors and the back 
of label lists household uses of sandpaper. 





A novel card has been prepared for the 
dealer to give customers. Front shows 
“Sandy Smooth” with real sandpaper over- 
alls while back lists household uses. Dealer 
imprint available on cards which are free 
to dealer. Each “Sandy Smooth” carton 
contains 12 packages of household size 
sand paper. Twenty sheets in assorted 
grits in each package. Suggested retail 
selling price 10c. Minnesota Mining & 
Mfg. Co., St. Paul, Minn. 


National Watermatic 
Washing Machine 


Eliminating wringer this washing ma- 
chine uses a new type drier to remove 
surplus water from clothes. An entire 
tubful of clothes is placed in a rubber 
container and city water pressure applied, 
squeezing the surplus water out of clothes. 
Gear case and reversing mechanism have 
been eliminated by use of “Pulsator” run- 
ning one way and creating a fast thorough 
washing action. Regulator switch starts 
and stops washer. It is set for time 
required for each tubful and washer stops 
automatically when time is up. Modern 
design with stainless steel thermo tub, 
all moving parts enclosed. The maker 
states that rugs, blankets and sheets are 











New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


RS 6.55 Hak eis 




















washed as easily as fine lingerie and chif- 
fon hose. Garments thoroughly cleansed 
by flushing currents of soapy water cre- 
ated by off-center pulsator. All four legs 
adjustable to best height for operator. 
Simple snap-on hose connection for hose 
leading from water faucet provides pres- 
sure for drier. Six foot hose provided. 
Model 100, list $99.50. Dealer cost, one to 
three washers, $56.50 ‘each, four to 25 
washers, $53 each, carload price, $51 each. 
National Metal Products Co., Waterloo, 
Iowa. 


“TAT” Ant Trap 


“TAT” thalate ant traps have special 
locked-in cover and a non fluid bait said 
to be absolutely safe around children or 
household pets. Contains food attractive 
to sweet or grease-eating ants. Ants enter- 
ing trap carry food back to colony thereby 





destroying other ants. Poison thus stored 
up in nest will kill young ants in egg form 


at time of treatment. Attractive litho- 
graphed can and display carton. Each trap 
has a maximum killing power of 12 lbs. of 
ants. Suggested retail selling price 25c, 
dealer cost $2.00 per dozen. The same 
manufacturer offers “TAT” Roach Traps. 
Soilicide Laboratories, 8 Laurel Pl., Upper 
Montclair, N. J. 


Double Nozzle All Brass 
Flower, Vegetable Sprayer 


This 14 in. tubular brass one piece bar- 
rel flower and vegetable sprayer has con- 
tinuous spraying action. Has full quart 
removable brass tank. Oil soaked leather 
plunger. May be used to spray at an angle 








or to spray horizontally. Suggested retail 
selling price $1.75. Dealer cost $1.15 each 
in full case lots, 24 to case, $1.20 each 
in broken case lots. Fyler Products, Inc., 
Hartford, Conn. 





Herst Heater Plugs 


These plugs have “Cliplox” screwless as- 
sembly the two halves of the brown Bakelite 
shell being held together by new wedge 





lock, esily and quickly inserted. Rubber 
sleeve acts as handle. Fitted with quick 
break, non-arcing, positive action switch 
with newly designed contact to fit all flat or 
round terminals. House of brown Bakelite. 
Solid black live rubber sleeve. Available 
also in standard wire spring sleeve and 
Kool pull sleeve in plain or switch type. 
Suggested retail selling price 25c. Dealer 
cost $13.80 per 100. The Williams Herst 
Co., 822 W. Jackson Blvd., Chicago, Ill. 
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CENTS EACH... 


with a good profitable margin 
TRUMP GARDEN TOOLS ARE FAST SELLERS 








Our special rib re-enforcement makes an extra sturdy 
tool that will withstand the maximum of rough treat- 
ment by amateur or professional gardeners. Supplied 
with eight-inch handles with smooth wood grip. Packed 


1 dozen units to a shipping case. Ask wholesaler for 


prices. Slightly higher in Canada. 
ANIMAL TRAP COMPANY OF AMERICA 
The world's oldest and largest Manufacturers of Animal Traps 


LITITZ, PA. & NIAGARA FALLS, ONT. 




















HARDWARE 


LF pete all the specifications of 
exacting builders. Acomplete 
line; modern in design and built of 
the finest materials. 


A catalog presenting the facts 
awaits your request. 











National Manufacturing Co. 
STERLING *. ILLINOIS 





The items below are 
all big sellers: 


SLIDING DOOR HANGERS 


SLIDING DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
SCREEN HARDY ARE 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 


CUPBOARD TURNS 

















HOW IS YOUR 
Stock of this Splendid 


CR. MURPHY’S STAY SHARP line of work knives? 


CLAM KNIVES 


Opening clams is the toughest test for the 
knife edge. These knives stand the gaff. 
High quality steel—perfectly tempered. 
Every knife hand honed. Blades never 
loosen. No play possible. The highly pol- 
ished wood handles stay set and afford a 
perfect grip. You'll satisfy your trade— 
and get repeat orders selling this fine line 
—known for high quality since 1850. 


Robert Murphy’s Sons Co., Ayer, Mass. 


Clam Knives 
Shoe Knives 
Oyster Knives 
Skiving Knives 
Rubber Knives 
Mackerel Knives 
Sloyd Knives 
Cigar Knives 
Pruning Knives 
Oil Cloth Knives 
Plaster Knives 
Kitchen Knives 
Stencil Knives 
Manual Training 
nives 
Roofing Knives 
Shirt Knife 
Handles 
Extension Blades 
and Handles 
Complete catalog 
on request 














| Refrigerator Vegetable Pan 
| 


Keeps Vegetables Fresh 


WASHERS 


SELL ONLY THE BEST! 


MILWAUKEE ... 
WROT WASHERS 5 


“i 


ALL SIZES 
in Washers you can depend upon Milwaukee Wrot " 
Washers to please your most critical customers. 12” Length 
47 years in meeting the most exacting needs of ” 
industry has made us “‘The World’s Largest Pro- 14” Length 
ducer of Washers.’’ This experience is your pledge 16” Length 


of quality and service. 
Your Jobber can supply Milwaukee oat Washers 17” Length 
in bulk or in one-lb. or five-Ib. packag 

Our line includes Wrought Washers, Special Wash- 
ers, Brass Washers, Rivet Burrs, Machinery Bush- 
ings, and related products. 


Also Many Other 
Items for Refrigerators 





WRITE FOR PRICES 


Wroucut WASHER MFG. CO. 


The World's Largest Producer of Washers 
MILWAUKEE EST. /887 WISCONSIN 


GRANITE STATE LAWN MOWERS 


SERVE ALL GRASS CUTTING REQUIREMENTS 
LEADERS IN QUALITY AND SERVICE FOR SEVENTY-FIVE YEARS 


@ Built with 8, 9 and 10 inch wheels—3, 4 and 5 knives. 
New fool- proof self-adjusting ball bearings—Spring 
cover oil cups—Easy knife adjustments and high grade 
throughout. 


@ 12” TO 20” CUTTING WIDTHS © 


GRANITE STATE MOWING MACHINE CO. 
HINSDALE, NEW HAMPSHIRE 


UNITED STATES STAMPING CO. 


Quality Enameled Ware 


WEST VIRGINIA 








MOUNDSVILLE 
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New Package for Norton 
Pike India Pocket Stone 


This new display package for Norton 
Pike India pocket stones is in three colors 
black and red on a yellow background. 
Card which forms center part of display 
shows how to sharpen pen knives and snall 





tools with one of these stones. On either 
end of display is a container of the stones, 
permitting dealer easy access to stock. 
Behr-Manning Corp., Troy, N. Y., distribu- 
tors for Norton Pike Co. 


Dic-A-Doo Paint Brush Bath 


This attractive display carton contains 24 
handy envelope packages of Dic-A-Doo 
Paint Brush Bath. Suggested retail sell- 
ing price 5c. per package. Dealer cost 80c. 
per carton of 24 packages. Designed to 
clean brushes immediately after painting 





it his a shampooing “sudsy” action leaving 
the brushes soft and clean. It is made to 
restore brushes, even when old and hard 
and will not “burn” bristles, says the 
maker. The Patent Cereals Co., Geneva, 
mM 2 


G. E. Indirect Three-Lite 
Lamp for Portable Units 


Providing three different levels of il- 
lumination from a single bulb, this Indi- 
rect-Three-Lite lamp is designed primarily 
for portable indirect units. Has a 100 watt 
and a 200 watt filament, each of which may 
be burned individually or in combination 
with the other. Designed for burning in 
base-down position. Because of shape and 
construction it is not adapted to present 
types of fixtures but requires newly de- 
signed equipment. Developed to provide for 
greater flexibility in indirect lighting from 
portable units. Makes possible two ap- 
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proximately equal step-ups in illumination 
intensity. The 100 watt filament may be 
used alone when low intensity of illumina- 
tion for decorative purposes is desired. The 
200 watt filament may be used individually 
and both filaments totaling 300 watts may 
be burned together for maximum light. A 
number of fixture manufacturers are pro- 
ceeding with designs and plan to introduce 
units employing the new lamp within the 
near future. Measures 6% in. in length, 
with diameter 3*4 in. Three contact mogul 
screw base. Designed for voltages from 110 
to 120 volts. Inside frosted bulb. Designed 
for 1000 hr. average life. List price $1.40. 
Incandescent Lamp Department, General 
Electric Co., Nela Park, Cleveland, Ohio. 


Child Craft Guild 
Infant Trainers 


Line includes the Tot Trainer with Tot 
Steps, illustrated, the combination listing 





at $5. Foot rest folds away when used as 
a stool or step to toilet. Chamber may be 
removed and seat used with regular water 
closet, the balance of the unit being used 
as a step. Provided with safety strap. 
Available in pink, blue, green, ivory. The 
company also offers the Special Trainer, 
list $2., with reinforced spline back. It may 
be folded for traveling and fits over a regu- 
lar water closet. Tot Trainer, list $2.50, 
has locking device for back rest and special 
tension spring on under side of seat. Safety 
straps on each item. Each available in four 
colors. Dealer discount 40 per cent on 
each item. Child Craft Guild, Inc., Detroit, 
Mich. 


Westinghouse Offers 
“Dual Speed” Cleaner 


This vacuum sweeper featuring “Dual 
Speed” non-radio interfering motor with 
lifetime lubrication weighs but 14 lbs. High 
speed for cleaning once a week to remove 
deeply embedded dirt, low speed the rest 
of week to pick up surface dirt, etc. Fan 
cooled motor sealed in lubrication. Alumi- 
num motor housing is 65” high, low 
enough for cleaning under difficult places. 
Has nozzle 14 inches wide. Positive handle 
locking and tilting device. Toe or foot 
pressure on handle engages tilling notch 
automatically so nozzle rises to go over 
thresholds or onto rugs. Moleskin bag, 
with new spring type top, holds dust within 


bag and filters air. Rotating brush of im- 
ported Chung King bristles gives greate 
efficiency, says maker. Brushes in two rows 
mounted on wood shaft sheathed in steel in 
horizontal position. Has non-kinking rul 





bakes: 





ber covered cord, twenty feet long, with a 
soft unbreakable rubber plug. Chrome 
plated handle, and highly polished nozzle. 
Westinghouse Electric & Mfg. Co., Mer- 
chandising Division, Mansfield, Ohio. 


Wilcox, Crittenden & Co. 
Issues Catalog No. 1934 


This 148-page catalog showing Wilcox, 
Crittenden & Co. marine and _ industrial 
hardware contains figure number and alpha- 
betical indexes. In addition to the illustra- 
tions, price information and specifications 
of hardware lines offered this book in- 
cludes regulations for motorboat operation. 
Illustrations show various parts of the com- 
pany’s plant. Wilcox, Crittenden & Co., 
Inc., Middletown, Conn. 


“Handy” Combination 
Shoe Last and Foot Rest 

For repairing and shining shoes, is mide 
in one piece of unbreakable malleable iron. 
Last fits all sizes of shoes and takes little 





room. May be used on bench, chair, box 
or lap. Black enamel finish. Placed on 
the floor it becomes a shine stand. Star 
Heel Plate Co., 357 Wilson Ave., Newark, 
IN. 2 
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boc ¢S-M BIBB RE-SEATER 
rows A REAL TOOL TO RETAIL FOR ONLY 50 CENTS 
ee] i WEST OF ROCKIES - - G0c 
rul —— and easy to operate. NOW oon 
can sell Washers safely and make another . . 
profit on the sale of this Re-seating Tool Overhead Conveying Equipment 
as well. > Including Carrying Tracks, Single and 
Double Carriers, Transfer Switches, 
SPECIAL OFFER FOR 30 DAYS ONLY Tongue Switches, I-Beam Carriers and 
If you will send us the Switches, Traveling Cranes and Tele- 
TS eae scoping Hoists required for transport- 
7 aaeuen a” ie ing heavy loads. Send in your specifi- 
$3.00. we will send you WASHER cations for quotations. 
ao 3 = a l} Since 1888 Coburn Products Have Been Dependable 
Pe PR OAT APPL'D FOR COBURN TROLLEY TRACK CO. 
HOLYOKE, MASS. 
SHEPARD & MOORE, INC. 
1514 PROSPECT AVE., CLEVELAND, O- 
Equipment For Range and Fuel Oil 
INGS FOR 
ala ron 
Gardiner Repair-All Solder (Acid- tands, 
Core) in handy full sized house- Faucets, 
hold packages retails at 18 cents— 
a price that enables you to meet Gages 
available chain store competition. At the same Vents, etc 
in I, 5 time you receive your normal mar- i . 
Page gin of profit. ’ 
at most Improved production methods make 
ith a ee ng possible the — quality — ECONOMIC 
rome at a low price. Your Steel RackC 
callie. ; ® jobber can_ supply eel Hac oO. 
Mer- "7 you. Everett, 
7” CM LLLLZ GARDINER METAL CO. Nene. 
yX@i en 10) °1 2 SOLDER 4821 So. Campbell Ave. 
Chicago Illinois 
e 
A years of Consistent 
boon, | Screen Cloth Service to Dealers 
trial 
lpha- | Hard drawn steel wire screen cloth, full 
istra- f) gauge, perfectly woven, heavily zinc 
mone - 04 coated after weaving, lacquered, attrac- 
; in- | "AD tive White Satin Finish. 
tion. 
oa The Shovel That Built America | Slee dene femmes snetel olin eR nN 
40. | 
7 | full gauge, perfectly woven with ll 
AS BALLWIN WYOMING CO. | uniform mesh, lacquered, Bright BR 
roe oe ; - a Meaceaaicea or Antique Finish. Sold by leading distributors. 
Famous A B W Brands a 
= 
0. AMES KNOXALL RED EDGE New York Wire Cloth Company 
ONCO I NONG | 
PACEMAKER HUSKY COAL BLUFF 500 Fifth Avenue, New York * Factory: York, Pa. 
nade — ———— as = = — 
ron. 
jittle 
Bommer CUSTOMERS ASK FOR 
= es 
Checking Floor Hinges CLANCY 
z = 66 33 
ae ; | SURE -GRIP 
Suitable for GALVANIZED STEEL 
all sizes and 
HOSE CLAMPS 
kinds of —STOP THOSE LEAKS— 
doors, metal Easy on the Hose 
box Permanently Tight 
on or wood | y Tigh 
Star | J. R. CLANCY, Inc: 
ark, Write for illustrated catalogue | ben , N.Y 
Bommer Spring Hinge Co., Brooklyn, N. Y. | : 
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Issues Reprint On 
Stainless Steel Train 


The new Burlington “Zephyr” stainless 
steel train built by the Edward G. Budd 
Mfg. Co. and using stainless steel materials 
produced by the American Sheet & Tin 
Plate Co. is described in a booklet con- 
taining material reprinted from the Rail- 
way Age. The booklet illustrates and de- 
scribes the car as to operation and con- 
struction. There are illustrations of the 
engine, motors used to drive air condition- 
ing compressors, etc. Illustrations show 
the exterior, interior and various parts of 
the train in the process of manufacture. 
Issued by the American Sheet & Tin Plate 
Co., subsidiary of United States Steel 


Corp., Pittsburgh, Pa. 


*“Dog-Skat”’ 


This product comes in convenient tubes 
which are equipped with wires for attach- 
ing them to trees, shrubs, etc. Tube con- 
tains a chemical which has an odor de- 
cidedly distasteful to dogs and cats yet 
not noticeable to the nostrils of the aver- 





age person says the maker. A tube is said 
to retain its dog-chasing ability throughout 
an entire season. Large tubes packed in 
attractive counter cartons as_ illustrated. 
Suggested retail selling price 50c per tube. 
Hammond Paint & Chemical Co., Beacon, 
RR 3. 





Westinghouse Dishwashers 


The Westinghouse diswasher line in- 
cludes one cabinet and three portable type 
machines. Entire line employs a washing 
process using ordinary soap chips and com- 
pletely carries off all food particles in real 
soap suds. Every dish washed for five min- 
utes in hot soap suds, double rinsed, and 
thoroughly dried by evaporation. Interior 
of the four models are self cleaning. Porce- 
lain enamel dishtank thoroughly washed 
and rinsed in dishwashing process. Water 
pumped from dishwasher into sink by 
centrifugal pump discharge and drains 
through sink outlet. The square portable 
model illustrated, similar to the round por- 
table models fills from the faucet, auto- 
matically measures the water and empties 
electrically. Ivory lacquer cabinet has 
black porcelain top and satin Chrome 
cover. This model has capacity of 55 
dishes and 40 pieces of silver and requires 
approximately 5% quarts of water for each 
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washing and each rinsing. Cabinet type 
dishwasher requires 48 by 25 inches floor 
space, yet has a good sized sink basin. 
Oven type arrangement of entire worktop 
permits its use as a work table surface. 
Installed as complete unit or in combina- 
tion with other cabinet bases. Westing- 
house Electric & Mfg. Co., E. Pittsburgh, 
Pa. 


Fishmaster Red Head 
Streamline Minnow 


This minnow is for large and small 
mouth bass, muskies, Great Northern and 
Wall-Eyed pike. It is a weedless bait 
that wiggles and shimmies and is effective 
at any depth according to the cast, the 
slower the reel-in, the deeper it goes, says 
the maker. For best results a pork rind 
strip about two inches long should be 





used. List price, 75 cents. The Great 
Lakes Bait Co., 1729 N. Sayre Avenue, 
Chicago, Il. 


Deming Catalog No. 30 


This new Deming catalog has 160 pages 
profusely illustrated with new and larger 
photos and drawings of Deming pumps, 
water systems and auxiliary parts and 
equipment. Pages are 8% by 11 inches. 
All information, including general descrip- 
tions, enginering information, tables and 
other technical data, is carefully arranged 
for reference. New products featured in- 
clude “Marvelette” water system, “Marvel” 
shallow well pumps and water systems; 
“Oil-Rite” shallow well and deep well 
pumps and water systems; new worm drive 
deep well pumps and water systems; and 
many improvements in other lines. The 
Deming Co., Salem, Ohio. 


“Elf” Ladies Sport 
Model Wrist Watch 


The “Elf” wrist watch with jeweled 
movement and Wadsworth case has a sug- 
gested retail selling price of $5.95. Although 
designed expressly for sports wear it is ap- 





propriate for office, classroom and general 
utility use. Etched numerals, silvered dial. 
chromium plated case and new jeweled 
movement. Available with black silk cord 
bracelet or link band. Watch Division, the 
New Haven Clock Co., New Haven, Conn. 





Winchester Super Grade Model 
54 Rifle 


Designed for the customer desiring a 
more elaborate gun than the Winchester 
standard model 54, the Super Grade model 
has new design stock of finer quality wal- 
nut, with hand-worked finish. Cheek rest, 


full pistol grip with forend finished with 
new tip of black plastic material. Hard 
rubber cap on pistol grip; fancy checker- 
ing on pistol grip and forend. Forged 
ramp front sight base, Lyman Gold Bead 


sight and new Winchester slip-on sight 
cover. Lyman No. 48W micrometer wind- 
gage receiver sight. Quick detachable sling 
swivels and one-inch leather shooting gun- 
sling. Words “Super-Grade” stamped on 
the plate. Sufficient wood left in stock at 
left side of receiver for properly fitting in 
one of popular telescope sight bases. Spe- 





cial ornamentation on special order, in- 
cludes Winchester custom carving and en- 
graving and any style of inlay work in gold 
or platinum. Winchester Repeating Arms 
Co., Inc., New Haven, Conn. 


HARDWARE AGE 





























ed 
ig: 
gh 
ip- 


ral 


en- 
old 


ms 











Tilette Canned Wood 


® Ready for use—no solvent needed. 
Natural wood. Not inflammable. Dries 
OWNING Welee quickly. Repairs Furniture, Wains- 
Plastic & Pliable coting, Woodwork, Antiques, Wood 
w Carving, Mouldings, Weakened Joints, 

etc. Also perfect crack filler. 


Retails Profitably at 25e 


® Tilette Canned Wood is made from our own formula— 
you can sell it with confidence. It works like putty-— 
hardens into Wood. 

Carries a Profit Above the Average 


TILETTE CEMENT CO.., Ine. 


401 Lafayette Street New York City 
1115 Temple Street, Los Angeles, Calif. 


Fitelle 








HOOF PADS 


eeityent. 


Uniform, standardized sizes—easy to 

order, easy to stock, easy to sell, and 
] make money for you. Highest quality 
—they do not deteriorate on the shelf 
Horse, mule and pony sizes. 













Also manufacturers of the fa LR, 
mous Northwestern and Crown 
Horse Nails, a standard of 
quality round the world— 















Write for Price Lists, and 
further information 


FOWLER & UNION HORSE NAIL co. 7.» 


1030 MILITARY ROAD, BUFFALO, N.Y. 186 
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RAIN-SQUARE 
Lees. 


A whirling sprinkler that sprinkles an 
exact square. It reaches the corners! 


Cuts water bills in half! 


Opens up a new sprinkler market for 
you. 


Made of highest quality materials— 
revolves on Hoover Ball Bearings. 


A model for every size lawn and 
pocketbook. 


\Write for catalog, prices and discounts. 


HOOVER STEEL BALL CO. 


Ann Arbor, Michigan 
























| A QUICK SELLER 





Ss SHIELD BRAND DRILL SETS 8 


Packed in a neat leatherette 
case. No delay or confusion 
in hunting for the correct 
size drill. 





S Tae STANDARD TOOL (0 


New York CLEVELAND Chicago 

















Forcontinuous sales 


show the new 


Moore Aluminum Push-Pins 


the kind that can be hammered into walls 
without marring wall paper or _ plaster. 
6 for 10¢. In window-front packets. 











Moore Push-less Hangers 


for framed pictures, mirrors, etc. 
4 sizes. Hold up to 100 pounds. 10¢ Packets. 


Your Jobber has our small Counter Displays. 
New Price List of all our products now ready. 


MOORE PUSH-PIN CO. 
113-125 Berkley St. Philadelphia, Pa. 
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Silver Lake Sash Cord 


GUARANTEED FOR 20 YEARS P. 


1ame SILVER LAKI 


} 
Ot OF Cota 


s satisfaction 


iced sash cord 


Silver Lake Co. 


Newronville, Mass. 





~ Moe's Fertilizer Spreader 


The clean, easy way 
to apply fertilizer and 
grass seeds. Quick ad- 
justment to make a light, 
medium or heavy appli- 
cation or can be complete- 
ly shut off. Special Dise 
Agitator prevents clog- 
ging and operates with 
remarkable ease. 


Two sizes — Junior at 
$2.75. Standard at $6.00 
retail. Slightly higher 
on Pacific Coast. Write 
for Catalog and Prices. 


2305 Davis St. North Chicago, Ill. 








MOLDED RUBBER GOODS 
- & = | ii 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 


© me may ¥ 









































CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 








Use the “Classified Opportunities Section” 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Oppor- 


tunities,” “Sales Accounts Wanted” and 

“Sales Representatives Wanted” advertise- 
ments. 

Set Solid, Minimum of SO words..... $3.00 

Each additional word............ 06 

All Capitals, Minimum of 50 words.. 4.00 

Each additional word...........--+ .06 


Allow Seven Words fer Keyed Address. 
Remittance Must Accompany Order 


to Reach Hardware Manufacturers, 





Send check or money order, not currency 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED veounboned RATES 
B feels wc ccccccccccce seeceees 85.00 
Each additional inch ..........+++-+ 4.00 


Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 
previous to date of publication. 
Address your isements . repiles to 


advert 
ee AGE, Classified ~~ "am 
239 st 39th St., New York City. 

















BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 





RARE SALES OPPORTUNITY AVAIL- 
ABLE FOR mastic wood. Singular properties. 
Made of wood—not plaster. Fills knot holes and 
large indentations in one application. Positively 
does not shrink or check. Sticks to wood like 
glue. Rigidly tested on floors and cabinet work. 
Complete sales distribution offered to manufac- 
turer or sales agency having national distribution 
with means to advertise intelligently, and buy 
liberal stock for cash. Details personally—not 
by mail. Address Javan Anthes, Valley Cottage, 
New York. 





INDIANA FOR SALE -—- HARDWARE 
STORE LOCATED IN center of business district 
in city of 15,000. Stock invoices $10,000. Three 
story building with freight elevator. Will sell or 
lease building. Reason for selling, death in firm. 
Address Box B-429, care of Harpware AGE, 
New York City. 





WELL-ESTABLISHED HARDWARE AND 
UNDERTAKING business in one of the best 
sections of eastern South Carolina. Business 
established 31 years. Address A. Craig, 
Charlotte, N. C. 








SALES ACCOUNTS WANTED 








LINES WANTED 
SUCCESSFUL MANUFACTURER'S AGENT 
also doing big importing business is seeking 
one or two additional lines. We have the 
organization and personnel established to con- 
tact jobbers throughout entire country east 
of Rockies. 

Address— THE HOUSE OF CRANE 
Indianapolis, Indiana 

















MANUFACTURERS, ATTENTION — ARE 
YOU SEEKING distribution in New York City 
and nearby sections? We can offer you our 46 
years of representing staple lines with unusual 
stock and shipping space in the heart of the 
hardware trade. We 7 a ll additional lines on an 
exclusive agency basis for brass goods, nuts, 
bolts, factory, machinists’ supplies, replacement 
parts service, house furnishing items of merit. 
Address Box B-424, care of Harpware Ace, New 
York City. 


ACCOUNTS WANTED FOR WEST COAST 
STATES by experienced salesman. Acquainted 
with leading jobbers and retailers. Now in East, 
returning to coast last of June. Personal inter- 
view invited. Address—D. B. Williams, Orienta 
Point Apts., Mamaroneck, N. Y. 
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| THE CUBAN MARKET 





| 
i 
| 


AN EXPERIENCED SALESMAN WISHES 
TO contact manufacturers desiring representation 
in the Southern States, among Industrial plants 
and Naval Stores people. Address Box B-426, 
care of HarpwareE AGE, New York City. 





FAST SELLING PRODUCTS WANTED 
FOR Connecticut. Preferably new products meet- 
ing some existing need in a better or more eco- 
nomical way. Products that will sell readily and 
repeat frequently. [fo reliable manufacturers of 
euch products, I offer intelligent representation 
on commission basis. Address L. D. Trowbridge, 
South Glastonbury, Conn. 





TO MANUFACTURERS INTERESTED IN 
I am very much in- 
terested in representing a reliable manufacturer 
of hardware, housekeeping utensils, and specialties 
on a commission basis. I am well acquainted 
with all responsible importers throughout this 
country. Address Daniel Gonzalez, Maximo 
Gomez 224, Havana, Cuba. 





MANUFACTURER’S REPRESENTATIVE 
CALLING ON THE wholesale and large retail 
hardware trade in Nebraska, Kansas, Missouri, 
Oklahoma and Texas for the past 12 years needs 
one or two additional lines on commission. Pre- 
fer builder’s hardware, tools or hardware special- 
ties. Address Chas. J. Brugmoser, 4136 Michigan 
Ave., Kansas City, Mo. 








SALES REPRESENTATIVES WANTED 





SALESMAN WITH FOLLOWING TO REP.- 
RESENT manufacturer, full or part time, for 
long profit product which was fastest selling 
item in hardware field last season. TAT Ant 
Traps guaranteed complete in control of all 


| species of ants—inexpensive, wide margin of profit 


-you have merely to show them to sell them. 
Remarkable repeat record. Write for samples. 
Address Soilicide Laboratories, Upper Montclair, 
| ae 





MANUFACTURER HAVING PATENTED 


| HARDWARE SPECIALTY desires a_ national 


sales organization to market same. Prefer organ- 
ization which has contact with chain stores and 
hardware jobbers. Address Box B-428, care of 
Harpware Ace, New York City. 





WROUGHT WASHER MANUFACTURING 
CONCERN ANXIOUS to make sales connection 
with a Bolt’ and Nut Agency throughout the 
South. If interested—Address Box B-430, care 
of Harpware AGE, New York City. 


|SALES REPRESENTATIVES WANTED 





EXPERIENCED SALESMAN, NOW CAR- 
RYING LINE of well known radios, would like 
to add a hardware specialty or full hardware line 
for Eastern Pennsylvania. Now covering this 
territory, calling on hardware dealers, radio shops 
and sporting goods stores. Address Box B-432, 
care of Harpware AGE, New York City. 








HELP WANTED 





WANTED SALESMAN WITH KNOWL. 
EDGE of wire and wire products, for traveling 
sition which will include promotional work. 
Some knowledge of jobbing trade desirable. 
References — Age — Experience. Address Box 
B-425, care of Harpware Ace, New York City. 








POSITIONS WANTED 











Hardware Personnel } 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in their occupations. 
ee. DEPARTMENT 
ssistant managers, department managers. 

SALES ‘DEPARTM MENT 

Assistant sales manager, salesmen, inside and 

outside, sales correspondents, price elerks, order 


clerks. 

PURCHASING DEPARTMENT 
Buyers, pick up boys. 

OFFICE MANAGER 
— bookkeeper, stenographers, clerks, mail 
clerks. 

SHIPPING DEPARTMENT 
Shipping clerks, assistants, truck or chauffeurs, 


Jena. 
sTocK ye Agee ge 
Stock men, order 
ADVERTISING ‘AND PUBLICITY 
Catalegue compilers, circular layout men, ma- 
chine operators. 
CREDIT DEPARTMENT 
Credit men, assistants, collectors. 
— DEPARTMENT 
Pricing clerks, bill machine operators. 
RETAIL * DEPARTMENT 
Managers, assistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which special- 
izes in the hardware and allied industries. 


Associated Placement Bureau 


152 West 42nd Street, New York City 
Wis. 7-1802, 1803 
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e CLASSIFIED OPPORTUNITIES e 





POSITIONS WANTED 


POSITIONS WANTED 


| 


POSITIONS WANTED 








EXECUTIVE, {7 YEARS’ EXPERIENCE AS 
manager, sales director, credit man and salesman 
in eastern coast territory for large cutlery manu- 
facturer and hardware distributor, wishes connection 
in similar capacity or as representative of manu- 
facturer. Fine record of character and ability. Well 
and favorably known in cutlery, jobbing and retail 
hardware, paint, bakers’ and hotel supply trade in 
New York Metropolitan area. Prefer this territory 
but will consider another. Address Box B-427 
care of HARDWARE AGE, New York City. 

















A GOOD HARDWARE MAN, for 14 years 


} 
| 
} 
| 


care of HARDWARE AGE, New 


SPECIALTY SALESMAN, AGE 33, CALL- | POSITION WANTED BY HARDWARE 


ING on retail hardware trade, Baltimore and MAN, age 43, 20 years’ experience in the gen- 
Washington. Commission basis. Open for a few | ¢ral hardware, housewares, giftwares and_ sport- 
specialty repeat numbers. Address Pox B-431, ing goods lines. Will accept a position in any 


York City. 





HARDWARE MAN — FORTY-THREE 
YEARS OLD, sober and industrious, twenty 
years’ experience in wholesale and retail hard- 


capacity; have supervisory, purchasing and cleri- 
cal experience. American, speak both the English 
and German languages. For further information 
please address—H. A. Giehler, P. O. Box Grattan, 
Minn. 


SALESMAN WITH TWENTY YEARS SUC. 
CESSFUL sales experience wants connection with 
reliable manufacturer of hardware, mill supplies, 











manager and buyer large southern jobber ‘shelf 
and heavy hardware, mill and mine supplies and 
building material, also experience as manager es 
large city retail store, seeks connection in any acter. Will 
capacity either inside or traveling. Address Box | South preferred. 
B-380, care of Harpware AcE, New York City. | HARDWARE AGE, 








ware open for position with reputable retail firm 
where work and integrity will be rewarded. Can 
furnish best references as to ability and char- 
go anywhere. 
Address 
New York City. 


mission. 
Middle West or 
Box B-394, care of | Address E. L. 


ville, Tenn. 


Campbell, 








HILL CLOTHES DRYER CO., Inc. 


Manufacturers 

of the famous: 
Hill Champion, Eureka 
Atlas Style D 
Spartan Style H 

and Roof Dryers 


HILL 


CLOTHES DRYER CO., Inc., Worcester, 


New York Distributor 
H. Kornahrens, Inc. 





WE DO OUR PART 


Mass. 











MOULTON LADDERS 


Strong and Safe 


Profitable, Satisfactory Sellers 


YALE (MECHANIC TYPE) STEP- 
LADDER as shown. A quality step- 
ladder, made strong, safe and dur- 
able. Has malleable top. hinges 
clamped over top—¥% in. Steel rod un- 
der each tread with truss block. Steel 
braces under bottom tread. Cad- 
mium plated hardware. Sides 3% 
in. Legs 2% in. with 1% in. rungs. 
Treads 3% in. Sizes 3 to 12 ft. 
Wet. approx. 3 Ib. per ft. 


EXCEL STEPLADDER—a safe, light 
weight stepladder at a lower price 
than the Yale. Sizes: 3 to 12 ft. incl. 
Wet. approx. 2% Ib. per ft. 


Send for Literature and Trade-prices. 
The Moulton Ladder Mfg. Co. 


Somerville Mass. 














sporting goods, or kindred lines. 
Wide acquaintance among jo 
wholesale hardware dealers in Southern territory. 
517 Walnut St., 
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BRUSH-NU COMPANY , A 


MFGD. BY ...RADIO STEEL & MFG. CO. BALTIMORE MARYLAND ed 





6515 WEST GRAND AVENUE, CHICAGO 











Good Window Displays « « « « « 


Do you realize that no one factor will And many dealers who require their own 
copy of Hardware Age find it highly profit- 
able to subscribe to extra copies for their 


sales force. 


draw people to your store like attractive 
window displays of seasonable merchandise? 


Hardware Age is continually reproducing 
such windew displays—its representatives 
are always on the lookout for new ideas. 


HARDWARE AGE, 239 West 38th Street, 


The cost, $1.00 per year, is returned over 
and over in better windows and increased 
trade. 


New York City 
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Atherlite 


cup-cap 
streamlined 


HE American Ther- 
mos Bottle Company 
offers its latest and 


most amazing achieve- 
ment—THERMOS 34. 
Incomparably beautiful, 
Thermos 34 strikes a new 
note in Thermos Bottle 
design. See the Atherlite 
cup-cap streamlined with 
the case, the gay airplane 
luggage stripes, the extra 
solid base. 

In addition, Thermos 34 
incorporates the latest sci- 
entific developments of 
Thermos Bottle construc- 
tion. More durable, more 
dependable than ever be- 
fore. THERMOS 34, in 
common with all THER- 
MOS products, is temper- 
ature-tested for 24 hours to guarantee 
satisfactory performance. 

THERMOS 34 is supported by advertis- 
ing in leading national magazines. Above 
all, THERMOS 34 is sold at the popular 
retail price, $1.25 and up. The American 
Thermos Bottle Company’s policy of sta- 
bilized prices assures you a fair profit all 
the time. It pays to handle the complete 
THERMOS line. 

Your wholesaler now has an adequate supply of 
THERMOS 34. Write, wire or ‘phone your order. 
THE AMERICAN THERMOS 

if BOTTLE COMPANY 

i Norwich Connecticut 


* Extra Solid 
Base 
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ALWAYS LOOK AT 
THEIR TOOL KIT, FIRST” 


“Boss carpenter, they call me. 
You know—five or six men look 
to me for their bread and butter. 

Before I hire a man I take a 
look at his tool kit. If he has 
plenty of good tools and they’re 
well kept he usually gets the job. 
After all, his job and mine de- 
pend upon having the tools and 
knowing how to use them. 

Stanley Tools? Just look at my 
kit . . . tells the story doesn’t it? 
Some of them I have had for 
over 15 years. The tool kit of a 
good carpenter always includes 
several Stanley Tools.” 

Carpenters, farmers, house- 
holders and occasional tool users 
—this is the season when they 
are busy. It’s a great season for 
pushing tool sales. The “Tool 
Box of America” supplies the 
tools to meet every requirement 
they have in quality and price. 





STANLEY “BAILEY” 
PLANE No. 5 at $4.80 
The universal choice of 
craftsmen for over 80 





STANLEY FOUR 
SQUARE PLANE 
No. 1105 at $3.00 
A full value plane at a 
moderate price. 





STANLEY DEFIANCE 
PLANE No. 1205 at $2.00 
For those who want @ 
serviceable plane at a low 
price. 


EY, | 5 > Me pele) & 


NEW BRITAIN, CONN. 





STANLEY TOOLS of Highest Quality 


—the choice of artisans for 80 years. : 


STANLEY FOUR SQUARE TOOLS—unusual tool value for 


farmers and householders. 


STANLEY DEFIANCE TOOLS—well made, dependable tools 
at attractive low prices. 
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REMCO PRODUCTS 





Jobber 
and roe 


KEROSENE STOVE 
see that > 


our Trade- 
Mark 
appears Ome ECE 
on each 
package. 
If he is 


a = _" ry ey 


EMCO 
FELT FEET 


WE DO OUR pant 


Robert E. 
Miller, Inc. 


Domes of 
Silence, Inc. 


Swedish Optimus 
Co., Inc. 


35 Pearl Street, 








not supplied 
—urite us. 





KEROSENE LANTERN § REMCO REAL CARVED WOOD MOULDING 


New York, 

















A Time Saver for Motorists 


The B. & C. Improved Adjustable "S'' Nut 
Wrench saves motorists the time usually spent 
hunting through a pile of odd size wrenches to 
find a certain one to fit a certain size nut. 

All nuts within jaw capacity can be tightened 
or released in a jiffy with the B. & C. "S" 
Wrench which is quickly adjustable, sturdily 
constructed and especially adapted for use in 
awkward places. A steady, profitable seller to 
motorists and all who use '"'S" Wrenches. S'zes: 
6 to 14 inch. 


Ask Your Jobber 


“BEMIS & CALLCO. ne 


Springfield Mass. 











N attractive, fast-moving 

item. Descriptive folder 
and prices from your 
jobber. 


THE RAYBESTOS DIVISION of 
Raybestos- Manhattan, Inc. 
BRIDGEPORT «“ * CONN, 





SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) s a O10). 0B, 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 


"There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


’ } 
Send eka catalogue, samples ¢ and sellir ig information 


To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the ig ego in all sizes and 


the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 














OFAIN TAPES— 
RULES and TOOLS 


In distributing them the dealer sells perfect 

satisfaction in the form of accurate mark- 

ings, easy, convenient operation and long 
service. Handle them with confidence. 


Send for Catalog 


THE LUFKIN fpULe C0. 
SAGINAW, MICHIGAN 


106 Lafayette St., New York City 
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Bigger Factory 
for Master Lock 


Over 50% More Space for 
Largest Exclusive Pad- 
lock Builder 


Milwaukee, Wis. — The Master 
Lock Company is attracting wide at- 
tention by engaging in one of the 
largest programs of expansion wit- 
nessed in Milwaukee for consider- 
able time. Already the world’s larg- 
est exclusive manufacturer of pad- 
locks, this firm finds it necessary to 
increase its space more than 50 per 
cent. A constantly growing world- 
wide jobber, dealer and user demand 
for Master's unique padlocks is ac- 
counting for the present program. 

Factory Model of Efficiency 

Production processes and manu- 
facturing arrangements far in ad- 
vance are typical throughout the new 
addition. Upon completion it is said 
the Master Lock Company will be 
the most modern model of efficiency 
in padlock manufacturing in exist- 
ence. 

Thousands of dollars worth of the 
latest specially designed machinery 
and equipment is being installed to 
further add to Master's reputation 
for producing what is claimed to be 
the strongest padlock construction 
known, and yet at popular prices. 

Design Own Machines 

Among the many show places of 
this new addition will be the engi- 
neering department. It is in this di- 














vision where new developments, spe- 
cial equipment is produced, and 
maintenance of all factory machin- 
ery takes place. Much of the high 
speed and precision machinery used 
in Master Padlock manufacture was 
designed by their well known ex- 
pert designers and engineers for fast 
handling of the unusually large 
number of operations required to 
produce their wide line of high qual- 
ity padlocks, 





Outlook Bright 

Recent introduction of the new 
Secret Service No. 7 Padlock, plus 
generally improved business condi- 
tions, have caused the Master Lock 
Company to continue their increase 
in business this year. With develop- 
ments and greatly enlarged capacity 
for production and service to an in- 
creasingly optimistic trade, Master 
Lock officials believe the future is 
very favorable. 
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NE can build ever so 
well, but if quality goes 
unrecognized there can be no 
rowth. We appreciate the 
eal support 7 the trade 
throughout the world — by 
wider margins than ever it 
has made Master the world’s 
largest exclusive padlock 
manufacturer. 


“Thanks to all Master Padlock 
Jobbers and Dealers / 





The NEW 


MODEL 67 


SINGLE SHOT RIFLE 
.22 SHORT, .22 LONG and .22 LONG RIFLE 


Shoots .22 Short, Long and Long Rifle Cartridges 


SPECIFICATIONS 





| 


OREMOST in arousing wide popular interest in a low-priced 
.22 caliber single shot bolt action rifle of this type, Winchester 
now presents a bigger, better model at a new low price. 


The new Winchester Model 67 stirs up desire to buy at once. A 
big, full man’s-size rifle and of Winchester design and manufac- 
ture. Stocked and barreled as only Winchester does it—and a rifle 
that looks worth double its cost to the man who knows his guns. 
Exceptional balance. Winchester dependability and accuracy. Chro- 
mium finished bolt, bolt handle, safety lock and trigger. Each rifle 
individually packed in an attractive and sturdy carton. 


Push this fast-selling new number hard for volume sales. It will 
bring more customers—sell more ammunition—open up oppor- 
tunities for selling higher-priced numbers with more profit. Order 
stock at once. 


“SHOOTING HOLIDAYS"—the new Winchester roto- 
gravure tabloid—contains scores of photographs, lively 
text, on all kinds of shooting sports popular RIGHT NOW. 
Write for a quantity for your customers —FREE. 
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@ SINGLE SHOT 
@ TAKE-DOWN 


WINCHESTER REPEATING ARMS COMPANY 
NEW HAVEN CONN., U.S.A. 


HARDWARE AGE 











